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How to Answer 
TIME-Readers’ Questions 
- About “Sky-Glo” 


“Sky-Glo” is such a great forward 
step in lighting that you’d better 
be primed with answers to the 
questions you'll be asked. Here 
are a few. The resteare in the new 
free 28-page “Sky-Glo” Bulletin. 
Use the coupon for your copy. 
“Sky-Glo” is the only nationally 
advertised luminous louvered 
lighting system. Benjamin devel- 
oped and introduced “Sky-Glo” 
and there will be no other “exactly 
like ‘Sky-Glo’.” This distinctive 
and continuous “ceiling of light” 
has been thoroughly tested by the 
Benjamin Testing and Develop- 
ment Laboratory. 

Made to Order for the 
Store Remodeling Boom! 
“Sky-Glo” fits directly into the na 
tional trend toward interior mod- 
ernization. No other single im- 
provement can do as much for a 
store, office, schoolroom, bank, 
lobby or public building. Yet 
“Sky-Glo” actually costs less than 
many commonplace false ceilings. 


Luminous Louvers 


Unlike wood or metal slat louvers, 
“Sky-Glo” is TRANSLUCENT; has 
light transmission factor of 71 
per cent. It is made of non-flam- 
mable thermoplastic Vinylite, 
product of Bakelite Corp. 
Durable 

“Sky-Glo” luminous louver panels 
will not discolor or become brittle 
with age. They will not warp or 
distort under prevailing room tem- 
peratures. 

Stays Beautiful 
The mat finish of “Sky-Glo” does 
not easily collect dirt, is kept sight- 
ly by occasional maintenance. 


... The rest of the story about 
the first luminous louvered ceiling 
is in the new free “Sky-Glo” “SG” 
Bulletin, yours for the asking. 


“ Be Informed! 
AIL Coupon Now! 
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BENJAMIN ELECTRIC MFG. CO., 
Dept. Z-i, Des Plaines, Illinois 
Gentlemen: Without cost 


or obligation please send me Bulletin 
“SG” with plete data on Benjamin “Sky-Glo.” 
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“AS apverriseo In TIN 


E wacazne 


a NEWexperience in Seeing. ; 
more light, but without glare! 


Use “Sky-Glo” to modernize your store or office! Conceal 
Outmoded Ceilings, Eliminate Extensive Alterations! 


ay 


reece 


| OFFICE | Workers respond to “Sky- 
Glo’s” eye-ease. Error and fatigue de- 
crease, visitors are favorably impressed. 


| STORE | “Sky-Glo” modernizes any 
interior, yet calls attention to the mer- 
chandise rather than to itself. 


ISCHOOL | Better health, better energy 


application, better learning, easier 
teaching, come with “Sky-Glo”. 


From the translucent* “Sky-Glo”’ ceiling comes 
75 to 125 footcandles of even, restful, shadow- 
free light, like the open sky—with no feeling 
of harsh brilliance! It’s a new x1np of light 
from a new xinp of ceiling—a glorious all-over 
glow which quickly and economically mod- 
ernizes any interior. This ceiling of lig!t hides 
sprinklers, ducts and overhead unsighitliness. 
It eliminates need for a “forest of fixtures” 
usually required to attain high lighting levels. 
Yet “Sky-Glo” costs less than many conven- 
tional false ceiling installations. 


Mail Coupon for Sty-Glo’ Bulletin 


Standard louvered “‘Sky-Glo” sections compose into 
handsome geometric patterns. They are hung readily, 
they fit any room shape and adapt on the job to 
pilasters and vertical piping. Rigid “Sky-Glo” is fire: 
safe, will not distort or discolor under normal room 
conditions. Send coupon for informative folder. 


*Unlike wood or metal slat louvers, “’Sky-Glo”’ both t 
reflects light. Made of Vinylite, product of Bakelite Cor 


BENJAMI 


Product of Benjamin Electric Mfg. Co., Des Pilai 
The Nation’s Largest Manufacturer of Lighting 
Established 1901 — Makers of a complete line 
equipment for Industrial, Commercial, Play Aré 
tarian Requirements. Distributed Exclusively Thr 
cal Wholesalers. 
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I Benjamin Electric Mfg. Co., Dept Z-1, Des Plaines, lll. | 
Gentlemen: Without cost or obligation pleas ~ send ; 

[| “Sky-Glo” Bulletin to: 

| (Write name, firm and address in margin be ow) | 





General Mills 


»02tO help you sell more irons! 


|, Tru-Heat Iron 


sponsored by Betty Crocker. 
Well over a million in use in little 
more than a year. Its features 
and its modern design are actu- 
ally making women dissatisfied 
with their present irons.. eager 
and interested in getting this 
truly modern iron. 


FAIR TRADE PRICE $1250 


2.The Hang-Open 
Clothespin Bag 


hangs on the clothesline at easy 
reaching level and slides along 
the line so it’s always right where 
it’s needed. Stays open so pins 
are easy to get at. Saves stooping, 
speeds hanging. Has room for 
plenty of pins and for storing 
line, too. 


3. Handy-Laundri-Tongs 


keep hands out of hot soapy 
water. Has strong grip yet spring- 
ction releases clothes easily. 
Made of smooth, light basswood, 
easy to handle. 22 inches long to 
eep fingers out of wringer. 


‘ATIOMAL ADVERTISING BREAKS } ORDER FROM 
SEPTEMBER 20 YOUR DISTRIBUTOR 


A ts back again and better than ever / 


General Mills PressureQuick Saucepan campaign in 
national magazines is generating plenty of reading in- 
terest—buying interest. It’s a brand new PressureQuick 
model with brand new features that put it a year ahead 
in easier cooking, better results, perfect safety. 


; Copyright 1948, General Mills, Inc., Minneapolis, Minn. 
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POLKA DOT LAUNDRY 
KIT PREMIUM GETS 
IMMEDIATE SALES! 


This new FALL BARGAIN OFFER 
from General Mills is designed to get 
“right now”’ sales action for you.. . like 
this: 

It’s a strong extra reason for buying a 
Tru-Heat Iron today, instead of waiting. 
And a powerful advertising schedule of 
full pages in Woman’s Home Companion, 
Better Homes & Gardens, Good House- 
keeping, Country Gentleman, Household 
and 136 local newspapers from coast to 
coast will be pounding away, selling the 
‘Buy Now’ idea for you. 

Not only will these hundreds of ads 
help sell the BARGAIN OFFER but 
they’ll also help women decide which 
iron to buy. And that’s important to 
your profits because. , 


EVERY TRU-HEAT IRON 
CAN MEAN AN EXTRA SALE! 


When you sell an ordinary iron, that’s 
that! But every time you sell a General 
Mills Tru-Heat Iron you’ve set up a 
perfect opportunity to cash in on the 
added $7.95 sale of a Steam Ironing At- 
tachment! The Tru-Heat Iron is the only 
one that gives you this extra profit op- 
portunity. Good reason, isn’t it, to push 
Tru-Heat Irons? 


Betty Crocker 
isa 
trade name of 


General Mills 





4 FOR SAFETY’S SAKE . . . USE CONDUIT (Full Weight Rigid Steel 


You never go wrong on rigid steel conduit 


THE heavy steel walls 
of rigid conduit afford sure 
protection to wiring. Encas- 
ed in steel, cables are safely 
shielded during construction 
and for the entire life of the 
building. When installation 
of floors is long delayed, 
rigid conduit protects the 


system, free from harm by 
wheelbarrows and trucks of 
careless workmen, safe from 
thoughtless acts of intruders, 
undamaged by moisture or 
fire or dust. Check with your 
distributor for the availabili- 
ty of Youngstown Buckeye 
or Youngstown EMT. 


BUCKEYE CONDUS 








THE YOUNGSTOWN SHEET AND TUBE COMPANY 


Manufacturers of Carbon, Alloy and Yolovy Steel 


Of@) 33) 9) 4 ee 


SHEETS - 


PLATES - WIRE 


PIPE AND TUBULAR PRODUCTS ; 
ELECTROLYTIC TIN PLATE 


- RODS - 
COKE TIN PLATE 


BARS 


General Offices 


Youngstown 1, ®hio 


Export Office-500 Fifth Avenue, New fork 


*, 
¢ 


COLD FINISHED CARBON AND ALLOY BARS - 


TIE PLATES AND SPIRES 
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Heavy gauge, galvanized steel tank, hot dipped. Made 


has every feature and galvanized in Mertland’s ultra-modern tank and 


galvanizing plant. 


to make customers happy Snap action thermostat, fully automatic, adjustable, 


controls temperature accurately. 
A recent survey shows that 47% of all current home Quick heating, efficient immersion type heating unit. 
builders and buyers who plan to install new water Working pressure guaranteed 150 Ibs. (Tested 300 Ibs.) 


heaters intend to purchase an electric water heater. 
Deluxe models protected from corrosion by Mertland 


For this supremely important consumer acceptance, the : : 
magnesium anodic rod, 10 year guarantee. 


complete Mertland line is priced right, looks right, built 
. Thick, blanket type fiberglas insulation all around tank. 


right. Every one of these construction features counts 
in why Mertland Automatic Electric Water Heaters Eight coats of white enamel baked on heavy steel jacket. 
make your selling job easier. Inlet baffle evenly distributes incoming water. 


Heavy gauge copper wiring. 


Internal heat trap prevents hot water circulation through 


house system except when drawn. Saves fuel. 


Wattages and voltages to your specifications. Can be 
furnished wired for limited demand without extra cost. 


Black base, conceals mop marks, flush to floor. 


COMF ETE LINE—A size and style for every 
home. Round models in 10 to 100 gallon sizes; 


table tops, 35 and 45 gallons. 


There 's o wholesaler near you who will be glad to give you the facts about Mertland Automatic Electric Water Heaters. Write for his name and address. 





M.-M. HEDGES MANUFACTURING COMPANY, INC. 


MEMBER OF NATIONAL ELECTRICAL MANUFACTURERS ASSOCIATION 
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PLANNED LIGHTING... 
By ENDER 


Ny 


999992> 





~Announcing Ender Universal Troffers in a most com- 
prehensive line die-formed-to the most exacting speci- 
fications. Included are deep and shallow type for |, 
2, and 3, 40 watt lamps. Open, baffled, cross baffled, 
egg crate, ribbed glass, and lens type—for Tee Bar, 
flange or channel flange construction. 


Write for new 36 page catalog No. T-48, 
showing complete line, with specifications 
and engineering data. 


The Meritliter 2 lights 40 watt. This is a new all metal 
fixture that meets the requirements for good lighting prac- 
tice. Combines wide distribution with maximum efficiency 
on the working plane. Especially suitable for schools, 
offices, drafting rooms and commercial interiors. Metal 
sides are designed with light spill to produce edge glow 
effect, while the metal ends are pierced for highlighting 
with removable chrome ornament which allows for end 
to end mounting. 


No. 209 —2 light 40 watt . . . Direct-Indirect Louvre 
Bottom with Albalite glass side panels and endur white 
ends with patterned openings for highlighting and remov- 
able chrome ornaments. (Also made in 3, and 4 light 40 
watt.) 


All fixtures are designed for suspension, or surface mount- 
ing and may be used in continuous rows without the need 
of joiner or couplings. 


ENDER MANUFACTURING CORPORATION 


67 VESTRY ST., (COR. WEST ST.) NEW YORK, N. Y. 
4 ELECTRICAL SOUTH for AUGUST 194 
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Okonite soneslianns and independent authorities, too, remain convinced that only 
the highest grade natural rubber provides all the needed factors. That’s why, in 
spite of its premium price, Up-river Fine Para rubber is still used by Okonite for 
insulating wires and cables. 

Its long life is proved. Service records over the years establish this beyond ques- 
tion. It possesses greater uniformity, and accumulated data show it gives better 
aging qualities than plantation or any other type of rubber. 

Okonite cannot afford to endanger its customers’ best interests by sacrificing the 
known value of Up-river Fine Para rubber for the lower-cost synthetic rubbers which 
have no extended service record. Experience has shown that accelerated aging tests, 
however promising, are not a sound basis for judging the life of products having 
different components. 

Published evidence demonstrates that synthetic rubbers — no matter how well 
compounded — give inferior results in 2 or more of the following essential char- 
acteristics: elongation, tensile strength, insulation resistance, power factor, effect 
of moisture on electrical properties, consistent and stable electrical values. 

Find out more about the steps Okonite engineers are taking to build true value 
into cables. The selection of rubber is only one of many described in Research 
Publication ES-101. Address The Okonite Company, Passaic, N. J. 
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EVERYBODY! 


NOW-/or the first time ever- 
you can sell all the 
E fluorescent lamps you waitt 


Hooray! Now you can make all your customers happy 
—help them fill empty sockets, and go ahead with 
lighting modernization. For the first time since 
General Electric introduced the fluorescent lamp 
10 years ago, G-E fluorescent lamps are available 
in quantity! 

WE'VE BEEN WORKING at top speed to build new fac- 
tories, expand production to catch up with the 
growing demand for fluorescent. Now you can 
stock up on all the popular types and sizes you want. 
Only slimlines and circlines are still limited in 
quantity. 

IT’S TIME TO CASH IN On the tremendous opportunities 


of fluorescent lamp sales—to push both replac 
ment and new business as you’ve never been ab 
to do before. And don’t forget your own plac 
Brighten up with new G-E fluorescent lamps 

help bring in more customers! 

SEE Your G-E lamp supplier today. Now he can gre 
you with a great big smile and 

an armful of G-E lamps—the lamps 

that most people want most! Re- 

member, when people see ’em, 

people buy ’em, because... 


G-E LAMPS SELL ON SIGHT! 


G-E LAMPS 
GENERAL @@ ELECTRIC 
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ND MiLEs of Duraline* URC weather- 
re, up for years, have proved the su- 
of this unusual weatherproof. 


ne is designed to provide vastly im- 
erformance during emergency periods. 
-ed felted layers, combined with URC 
and finishers, form a fibrous sheath 
tively retards moisture penetration — 
ng long periods of wet weather. 
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Here is weatherproof that is truly weather- 
resisting. For satisfied customers—and lower 
maintenance costs— invest in DURALINE URC 
WEATHERPROOF! Anaconda Wire & Cable Com- 
pany, 25 Broadway, New York 4, N. Y. poe 


U.S. Pat. Off, 


STAYS PUT! 





The unprecedented demand for Reed Unit-Fans has 
caused an unfortunate situation which we sincerely regret. 
Many dealers have customers who are demanding our fans, 
we know that these same dealers are pressing their distributors 


for deliveries — we know, because the distributors are calling 


on us for more and more fans. 





We are doing our level best to alleviate this condition; 
a new manufacturing plant, recently completed, has enabled 
us to more than double our output. Yet this is not sufficient 
to take care of the demand. 

We are now making certain new improvements and 
installations in the production lines of our plants which. 
we hope, will enable us to fully supply the demand. In the 
meantime, we ask that you please bear with us, We are doing 


all that is in our power to fill your orders. 


“The Cheapest Summer Comfort Money Can Buy” 





REED UNIT-FANS, INC. 


Manufacturers of Ventilating Equipment 


1001 St. Charles Ave., New Orleans 8, La., U.S.A. 
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This slot does the job. Through it, 
Bu!!Dog Industrial Trol-E-Duct blankets 
your plant with power. 











Actual installation photograph, show- 
ing Industrial Trolleys with tap-off 
outlets in boxes feeding motors on a 
moving test line. 











BullDog manufactures Vacu-Break 
Safety Switches * SafTtoFuse Panel- 
boords * Superba and Rocker Type 
Lighting Panels * Switchboards + Cir- 
cuit Master Breakers * “‘Lo-X” Feeder 
BUStribution DUCT + “Plug-In” Type 
BUStribution DUCT * Universal Trol-E- 
Duct for flexible lighting * Industrial Trol- 
E-Duct for power tools, cranes, hoists. 












Power that moves right along with the job 





_ BullDog Industrial Trol-E-Duct is installed, ports rigid bus bars to provide maximum strength. 



















power travels right along with cranes, hoists, Movable trolley outlets and insulating materials that 
assembly or test lines and portable tools like a well- do not deteriorate ensure electrical superiority. 
traine up. 
| Pp @ There’s a BullDog Field Engineer near you, ready 
Bali-bearing trolleys travel in a continuous slotted with all the facts on this remarkable power system. 
duct, ollecting current anywhere along the line. Call him anytime. 
Wherever you want power ... there it is! — — —— 
Thi: BullDog system is convenient beyond all pos- BullDog’s Field Engineers welcome the chance to sit in 





on planning stages of a building project. Their knowl- | 















sibilit-s of old-style wiring systems. Neater, safer, - 
too, Lengthy, entangling extension cords are elimi- edge of rae distribution layout can mean sav- 
ee vibes ings in installation and maintenance costs, as well as 
eng onductors are enclosed inside the sturdy steel | highest efficiency and reliability in actual operation. 
uct ng... no danger of accidental contact. Why not take advantage of this pre-building service? 
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Take changes in stride BULLDOG ELECTRIC PRODUCTS COMPANY 


IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 












of nev outlets to meet increased requirements with- 
out ac. ‘tional wiring. All you do is insert another 


trolley . the duct to supply each new “load.” ls U L L D re | a> 






If yo electrical distribution system must be moved, 
you cai: take down Industrial Trol-E-Duct, move it 
and re.\stall with no loss of parts. 











It’s a mechanically strong and electrically superior 
system. Durable steel duct casing encloses and sup- HEADQUARTERS FOR ELECTRICAL DISTRIBUTION 
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pld Evenfthing! 


UNTIL YOU’VE READ THESE 30 WORDS 
You've heard a lot of talk about “basic 
units’ and now, boiled down to facts, 
here’s the real basic unit system that lives 
up to every one of your expectations! 


No. 8448 


IDEAL FOR SUSPENSION, SURFACE AND 
CONTINUOUS-ROW INSTALLATION 


Removable hinged louvers 
snap open, making each unit 
quickly accessible for easy 
relamping and maintenance. 


Invisible knock-outs form a 
through raceway for wires. 
Sketch shows knock-out re- 
moved. Flush perimeter butts 
accurately end-to-end for 
continuous-row installation. 


@ ABSOLUTELY NO EXTRA PARTS i \ t WORK@ LITE 


@ ELIMINATES STOCK-ROOM PROBLEMS 

@ FASTER TURNOVER, QUICKER PROFITS BELLEVILLE, NEW JERSEY 
For further information, see your local distributor or write wigs “nen hh hs sng “oe Range a 
directly to us for E.T.L. Test Data, Specifications and Catalog. cessed, Slimline and Turretline Fixtures. 





—— 
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POINTS 
OF SUPERIORITY 


HUBBARD & CU. 


HUB-RAK 


PRIMARY RACK FOR SECONDARY SERVICES 


EXPERIENCE—Hub-raks are backed by the manufacturing 


experience of 105 years in the durable goods field. 


LABOR SAVING—Perfect alignment of points . . . mount 
back-to-back, on same through bolts, line or service types. 


Easy insulator replacement. 





LONG LIFE—Hubbard double dip hot galvanizing assures a 


rust-resistant rack that will outlast your lines. Complete drainage. 


STRENGTH—Forged steel points rigidly attached through 





back to form a single, integral unit... broad backs . . . periodic 
check tests. 


UTILITY —Stondard sizes and spacings . . . extended and non- 
extended backs ... styles for heavy and light work. 


EFFICIENCY—All sizes . . . complete line of accessories . . . bolt 


or lag mounting . . . back-to-back mounting on same bolts. 


DISTRIBUTION — Stocks inall principal cities of the United States. 





HUBBARD anno COMPANY 


PITTSBURGH, PENNA. CHICAGO, ILL. OAKLAND, CALIF. 
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ONE STOP 
SERVICE 





Means Immediate Delivery 





FOR ALL MOTOR REPAIR SHOPS AN 


Iwi — A COMPLETE 
ELECTRIC MOTOR 
SERVICE DEPARTMENT 
STORE 


No matter what you need 
to service motors, |WI has 
it or can get it for you— 
FAST. Get all your require- 
ments on one order, ‘one 
shipment, one invoice. De- 
pend on |WI for SERVICE. 


GET THE LATEST 
IWI BLUE CATALOG 


Entirely revised to give you 
more information on all 
motor service materials. It's 
packed wiih everything 
you need, all clearly listed 
for easy finding, easy 
ordering. Write today for 
yours— 


IT’S FREE! 


BEAR 


Balancing 
Machine 














INSULATION 


Offices and Warehouses in: ST. LOUIS 3, MO. 


BEAR BALANCING MACHINES 
—Wakes poeeurate Galaneing Easy! 


The BEAR MODEL 340R balances armatures statically and dynamically 
to micrometer accuracy in one short, smooth, continuous simple operation 
—requires only 2 to 5 minutes depending on armature size and defects 
prevents abnormal motor wear, noise and vibration—protects motors 
against costly breakdowns—insures longer machine and motor life. 

Equipped with 110V 60-cycle single phase motor—cone drive pulleys 
regulate speeds—ball and pin universal joints on drive shaft ends can be 
telescoped to permit drive to be engaged or disengaged easily—or, can be 
locked in both positions. Quickly adjustable to various armature lengths 
and shaft diameters. 


Send Today For Catalog Information 


MACALLEN MICA 
—It 4as What 9t Takes! 


MACALLEN MICA is first choice in shops that guarantee quality jobs. 
MACALLEN MICA has the highest dielectric strength of all insulating 
materials — is extremely flexible for easy working —is unaffected by heat 
and temperature changes. It is fireproof and non-inflammable, has great 
mechanical strength, resists moisture, oil, acids, alkalies and solvents, and 
is always accurate in size. MACALLEN MICA is the best you can buy to 
give your customers the best —and is furnished in sheets of all thicknesses 
and sizes for mounting, cold forming segments, or in any other form re- 
quired for your needs. 


Write For Prices and Samples 


ELECTRIC MOTOR DYNAMOMETER 
— Protects Your Work rbgatust Packure! 


The MODEL 46 DELUXE DYNAMOMETER is the only dynamometer 
with every feature for testing motors accurately, easily and quic'ly - 
that does its work right all the time —that requires no other equipment. 
Look at all these features: 


@ Streamlined Cabinet Design — Floor Type 

@ Iiluminated Instruments — Meters and Torque 
Scale 

@ Quick Check Torque Scale — Indicating HP and 
Torque Direct 

@ Circuit Selector Control Switch — Electrically 
interlocked 

@ Push button “Start-Stop"” Operation — Through 
interlocked Contractor 

@ Gauge on Work Table for Setting it to NEMA 
Frame Sizes 


®@ Pilot Light in Motor Circuit to Indica 
Circuit is Energized 


@ Ground Test, Push-Button Operation, 50: 
Volts AC, 60 Cycle 


@ Tachometer With Electric Pickup —A 
Reverse 


@ Ammeter Scale Ranges Changed Auto 
@ Absorption Type — 1/10 to 3 HP Capox 
@ Speed Range 600 to 4000 RPM 


Write For Pictures and Details Today 


AND WIRES INCORPORATED 


e ATLANTA, GA. « HOUSTON 3, TEXAS 
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“It’s easier to pull 
eult’S 


SRUBBY, the Wire Engineer, 
what he’s talking about. 
cians find that Laytex RU, 
; special new wax finish, is 
-d by no other wire in ease of 
and handling. To be exact, 
‘o 26 pounds pull was needed 
Laytex RU through the test 
shown at right—as compared 
40, 42, 45 and 80 pounds, 
vely, for 5 other leading 
in other words, Laytex RU 

» 300% easier to pull! 


Four No. 14 Type R 
wires fit in ordinary 
conduit 


SMALL DIAMETER 


Eight No. 14 Laytex 
Type RU wires fit 
in same size conduit 


Moreover, Laytex RU permits more 
wire per conduit on rewiring jobs be- 
causeitisAmerica’ssmallest diameter 


Rl wiring wile RU? 
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rubber covered branch circuit wire. 
United States Rubber Company’s 
unique dip method applies 90% pure 
rubber to the conductors, eliminat- 
ing the usual bulkiness and weight. 


This special method also keeps the 
conductors perfectly centered in the 
insulation, preventing thin spots. 
But that isn’t all. The physical and 
electrical properties of U. S. Laytex 
RU far exceed those of other building 
wires! In tensile strength, di-electric 
strength, insulation resistance, and 
elongation, LAYTEX Rw is unsur- 
passed. The saturated cotton fibrous 
cover is flame-retardant and mois- 
ture-resistant. There is no finer 
building wire on the market. 

U. S. Laytex RU carries the label 
of the Underwriters’ Laboratories 
and is listed in the National Elec- 
trical Code as an all-purpose wire. 
Send today for a sample plus booklet 
containing more details about this 
wire. Write Wire and Cable Depart- 
ment, United States Rubber Com- 
pany, 1230 Avenue of the Americas, 


New York 20, N. Y. 
*Reg. U. S. Pat. Off. 


--US LAYTEX 2U --- = 


UNITED STATES 
RUBBER COMPANY 
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FEDERAL 











Boost your sales with Cell-Ceil. .. 


The most sought after modern lighting effect, louvered ceilings, is now 
available in quantity for any size job. New lighting not necessarily in- 
volved. An integrated Sales Promotion Campaign will assure volume sales, 


® Easy to sell 
® Easy to install 
@ Easy profits if you act now 
@ Distributed through Electrical Wholesalers 
® Standard Trade discounts 
**Trade Mark Applied For 


FEDERAL ENTERPRISES 


FORMERLY FEDERAL ELECTRIC COMPANY : 
8700 SOUTH STATE STREET 


ELECTRICAL SOUTH for AUGUST, | 748 








/ RoW « ¥ wd 


: / v } } i } 
| a / { I I ae. b. 
ricated louvered 


\ 
a. 


ae POAa a ecegeApse* 
for colorful, decorative q 
tl ateteatea late le bere! ut 


Cell-Ceil is the louvered ceiling that will 
assure lasting beauty. Made in harmonious 
decorator colors of Aeme Galva-Bond* steel, 
these Cell-Ceil sections cannot warp. Acme 
Galva-Bond* steel is a protection against 
loss of color or corrosion. 

With any type of lighting Cell-Ceil will 
reduce all direct glare and give a soft. dif- 


fused light. Also eliminates the bad effect 
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GHICAGO 19, ILLINOIS 
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of sharp shadows. Cell-Ceil provides a uni- 
form lighting unit. 

Cell-Ceil standard light-weight sections, 
suspended from overhead, simplify installa- 
tion problems in new construction or remod- 
eling. All sections match perfectly giving a 
continuous one-piece look, hiding ceiling 
pipes, sprinkler heads, ventilation ducts, 
etc., yet provide easy access for relamping 


and cleaning. 
*T. R. Acme Steel Co. 


be eee 


i Cell-ceil, in harmonizing 


decorator colors, will give 


ur rooms vitality. Your 
P will glow with 


bight, warm colors. 


coco 


| Dept. Ccc-3 
Federal Enterprises, Inc. 
8700 So. State Street 

| Chicago 19, Illinois 


Please send complete information about Cell-Ceil. 
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nnrourcing OUR fit NEW ADDITION 


You are invited to visit and inspect 











(KNOX) 


KNOX PORCELAIN CORP. 
KNOXVILLE, TENN. 











There’s been a tremendous new ad- 
dition at the Knox Porcelain Corpor- 
ation — 47,000 square feet of steel 
and concrete structure . . . . another 
modern oil-fired kiln representing in- 
creased capacity of 250%. Kiln No. 
2 will be used to produce Pin-types, 
Guy Strains, Spools, Suspensions, 
Transformer and Capacitor Bushings 
and Fuse Boxes. Kiln No. 1 will be 
used to produce additional Wiring De- 
vices, Neon, Standard, House Brack- 


ets and other Insulation. 


the expanded Knox plants and see 
how quality electrical porcelain i 
made. Only the finest materials ob 
tainabie are used, and production is 
followed, checked and controlled every 
step of the way by 4 qualified ceramic 
engineers. Knox products are built to 
conform to Underwriters’ Laboratories, 
NEMA and REA specifications. Send 
for descriptive literature. Main offices, 
500-700 Mynders Avenue, Knoxville 


11, Tennessee. 


BRANCH OFFICES IN ALL PRINCIPAL CITIES 
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GIVE YOU 
THESE ADVANTAGES 


Fast Heat: Infrared heat goes right to work 
with no warm-up period, Saves time— 
saves money. 


Saves Space and Manpower: Infrared 
eliminates handling, can be automatically 
controlled, and requires less space than 
convection ovens, 


™, Safe and Comfortable: Infrared has no 
explosive vapors. Keeps temperature of air 
lower, and is more comfortable to work with. 


%, Small Investment: Expensive insulation and 
fabrication not necessary. Infrared equipment is 
simple and requires small amount of installation, 


Low Maintenance Cost: Replacement of lamps 
and cleaning only maintenance required, 

A\ estinghouse long-life lamps contribute to low 
maimtenance cost, 


CAN YOU USE SAVINGS 
LIKE THESE IN YOUR PLANT? 


CLOCKS: Drying lacquer on clock parts — 85% operat- 
ing savings over steam oven. 

METAL PRODUCTS: Degreasing and finish bak 
saves one whole floor — reduces manpower 50%, fuel 
35%. 

SIGNS: Turned spraying and drying into one-man 
operation — cut production costs 40%. 


STOKERS: Drying enamel on assembled stokers — 


reduced finishing cost 3 cents per stoker, 





ELECTRICAL SOUTH for AUGUST, 1948 


The Third Iniernational LIGHTING EXPOSITION 
i miei cements, 


another Series of Gold Seal and 


MERIT 


AWARD 
CERTIFICATES 


“yy a 
Y One of the “<2, _ 
V very highest honors, «oo the Subject 


S thelighing nasty = “New Light on Planned Lighting’ 


=f I> 
ol " conter p= for Electrical Contractors... Electrical Wholesalers... Architects 


— 
... Utility Lighting and Power Men... Consulting Engineers 
and Users of Industrial and Commercial Lighting 


At the Third International Lighting Expos ‘ion 
there will be fifteen $100 Gold Seal Win» ers, 
in addition to the many Merit Awards. 





Gold Seal Cash and Merit Awards 
From the entries received, the Board of Judges 
will select those which are judged eligible 
for Merit Award Certificates. All of these will 
be placed on exhibit at the Exposition. In 
addition, the judges will select the fiftee: 
judged best, three from each classification 
which will receive Gold Seal Merit Awards 
of $100 each...a total of $150 cast 
prizes. All decisions of the Board of Judges 
are final. All entries become the pri f 
the International Lighting Expositic 
sponsor, the Industrial and Commerc 

ing Equipment Section of NEMA. 


Send for Official 
Entry Blank and 
Rule Book 

For an official entry 
blank anda copy of the 
rules, write or mail the 


5 Separate Competitions 
—with opportunity for joint entries—one for 
each of the following groups: 


THE wide interest and recognition 
accorded last year’s Merit Award Compe- 
tition inspire the sponsors of the Third 
International Lighting Exposition to a. 
continue the Merit Award Competition b. Utility Lighting and Power 
with broadened scope and increased Representatives 
number of Gold Seal Cash Awards. . Architects and Consulting Engineers 

The Merit Award Competition presents 
tO you an Opportunity to enter one or 
more Lighting Case Studies which you 
have had a part in designing or installing 
during 1948. By thus demonstrating the 
advantages of Planned Lighting you will 
be contributing to the advancement of 
the Science and Art of Illumination and 
obtaining national recognition for your- 
self and your company. 

This year’s contest has been simplified; 


Electrical Contractors 


. Electrical Wholesalers ; Owners, 
Lighting Specialists and Salesmen 

. Owners and Users of Industrial and 
Commercial Lighting 


Electrical Contractors’ entries, for example, 
will compete only with submittals from other 
Electrical Contractors, Utility Men’s entries 
will compete only with other Utility Lighting 
Representatives’ entries, etc. In addition, 
where the installation is the cooperative work 
of men in two or more of the above classi- 
fications, the entry may be submitted by the 


made easier for you to enter. You don’t 
have to be alighting engineer to compete. 
Owners and Users of Planned Lighting 
now are eligible, too! 


two or more involved, and entered in each 
of the applicable classifications. 

Manufacturers of Lighting Equipment and 
their employees are not eligible. 


coupon today. Along 
with rules will be sent 
helpful suggestions on 
preparation of entries. 


All entries must be postmarked on or before January 15, 1949—-so MAIL THIS APPLICATION AND RULES REQUEST TODAY. 


MERIT AWARD COMMITTEE 


THIRD INTERNATIONAL LIGHTING 
EXPOSITION and CONFERENCE 


Room 818, 326 West Madison Street 
Chicago 6, Illinois 

At no cost or obligation to me, please send 
to the address at right an entry blank, 
rules and complete details of the Interna- 
tional Lighting Exposition Merit Awards. 


NAME 








ADDRESS 


CITY 








Get “New Light on Planned Lighting” az te THIRD INTERNATIONAL LIGHTING EXPOSITION and CONFERENCE, 
CHICAGO, MARCH 29 to APRIL 1, 1949, STEVENS HOTEL. Sponsored by INDUSTRIAL and COMMERCIAL 
LIGHTING EQUIPMENT SECTION of the National Electrical Manufacturers Association 
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Tn serrated spacer washer, 
shown at left, adds 60°, 
greater holding power to the 
Con-Nec-Tite and makes a 
full strength dead-end on cop- 


perweld or hard drawn copper. 


Kearney Con-Nec-Tites in 
these sizes are of 3-wire ca- 


pacity at no increase in cost. 


3 Connectors used here 2 Con-Nec-Tites, one with spacer, used here 


Spacer washers are available already assembled in 
Con-Nec-Tites, or they may be ordered separately. 


FOR BETTER CONSTRUCTION AND MAINTENANCE 


Always Stags oO, nid 


JAMES R. 
~ KEARNEY [| 4224-42 clayton Ave. - ST. LOUIS 10, MISSOURI 


$7 LOUIS. MO. Canadian Plant, James R. Kearney Corp., Ltd., Leaside, Ontario, Canada 
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Pd Py ' 
WHICH G-E INSULATING NISH FOR YOUR JO3? 


- a 


WHY G-E INSULATING 
VARNISH 1673 WAS 
SELECTED FOR THI 
OUTDOOR SWITCHGEAR 





Here Are a Few of the 
Many G-E Varnishes Designed for 
Specific Types of Applications 





FOR REPAIR | FOR MARINE | FOR TRANS- FOR INDUS 
WORK PORTATION 
0 EQUIPMENT | PORTATION | TRIAL MOTORS 


er ea 
aaa | ff 
al ? ‘| : {{f ‘ 
7a — <= 


G-E 9574 : G-E 1696 G-E 1678 





0 ; BOND EXCELLENT 6000 EXCELLENT 

utdoor switchgear must weather harsh exposure to sun, | psperpic 

storm, and dirt. So General Electric specialists recom- __ | STRENGTH 6000 6000 
ro 


mended G-E Insulating Varnish 1673 for this really rugged | resistance 
: TO MOISTURE EXCELLENT | 6000 6000 ENCELLEN 


6000 EXCELLEN 


service. 
‘ . “Dy Voor: wing RESISTANCE 
( lear-baking G-E Varnish 1673 has excellent penetra- TO ALKALI EXCELLENT 6000 FAIR EXCELLEN 
tion and aging qualities. It dries hard and resists almost | pesistance 
everything—oil, heat, moisture, acids, alkalis, and ares. | ™ Als EXCELLENT | | 6008 cee ence 


it provides amazing flexibility during assembly and i RESISTANCE 
And it provides amazing flexibility during assembly and in | MSISTANE | | cer | goon ie 


service. 
; PENETRATION 6000 coon EXCELLENT | 6000 
Your insulating problem gets prompt, personal attention 
: . . . Co : TOUGHNESS EXCELLENT FAIR 6000 EXCELLE 
at.General Electric. Depend on G-E experts to prescribe 
the proper varnish to do your job best. And count on G-K — — EXCELLENT 6000 EXCELLENT 6000 
quality control methods. to keep every shipment uniform. | grypury excewent | coop S000 FAIR 
Get more information from your local General Electric 
Merchandise Distributor. Or write: Resin and Insulation Order 
Materials Division, Chemical Department, General Elec- a 
tric Company, Schenectady 5, N. Y. 


GENERAL @@ ELECTRIC 


CD48-S3 


























Electrical equipment is no be 
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Form MB 
Starter 


Bulletin 6013 
Basic Unit 











Form MC 
Starter 


There’s a CL 
ACROSS-THE- NE STARTER, 


AND ENCLOSURE \ eee 


a 


a6 @ 


wn above is the basic unit of CLARK Bulletin 6013 AC 

ignetic, non-reversing, Across-the-line Starters. It provides : 

| voltage starting and overload protection for squirrel cage volatile liquigs. NEMA Type 1 fe: lor 
rs and can be used as a primary switch for wound Hazardous Locations 


induction motors. 


starter consists of a CLARK Bulletin 7707 Contactor with NEMA Type 4 
le-break .silver-to-silver contacts and CLARK Bulletin Water-Figet. a08 
; ar ey ee NEMA Type 5 Dust- 

Overload Relays which open the contactor coil circuit Tight Enclosures 
an unsafe overload occurs. Contactor and Overload par Radom pote 


Ss are mounted on a steel mounting plate which is aie See 
moisture or non- 


removed for service. explosive dust 
conditions, 

osures to meet Every Operating Condition 

MA, MB and MC starters have heavy steel enclosures, 

rovisions for locking. 


Write for CLARK Bulletin 6013. Mbt ed NEMA. 


Type 4 Water-Tight 


mPa W-\) @ee) hi ons ee 


op 
SYTHING UNDER CONTROL 1146 EAST 152nd STREET, CLEVELAND 10, OHIO 
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Fianiglvania sets the pac 


YOU get the profits! 


Yes, indeed—YOU get the 

profits when a superior product 

is “married” to a master mer- 
chandising plan that guarantees 
Greater Sales, Greater Turnover, and 

the Good Will of an ever increasing 
number of pleased, satisfied customers! 


these 


GAS and ELECTRIC 
AUTOMATIC WATER HEATERS 


mean MORE SALES FOR YOU! 


. Highest Heating Efficiency—CHROMA- 
LOX Heating Element, immersion type, 
applies all the heat directly to the water 
for highest heating efficiency. 


. Lower Operating Costs— Finnsylvania 


Cold Water Diffusion Baffle*, prevents é ) Wee * ~ a 
mixing of incoming cold water with ; q a 


° . i hot 
— stored heated water, insures more 
With Finnsylvania, Here Is What You G water at lower cost. 


The Rinnsylvania POCKET-LOOK, a convenient . Accurate Temperature Control — Super- 
‘consumer guide, contains complete information to ren ig Thormestet—with finger-tip 
accurately specify and select the proper water heater. , 
. Extra Heavy Storage Tank — Precision 
The WRAP-A-ROUND—dramatically presents the welded of Extra Heavy Steel, Hot-Dip 
_ interior of both the GAS and ELECTRIC water heaters. Galvanized, 353 Ibs. Hydrostatic Test 
Helps your salesmen make quick clear sales! Pressure. Guaranteed. 


. Plus Mat Service—Envelope Mailings—And A Big ‘Se eae Skane ease 


Battery of other Dealer Aids. Let cured in Infra-Red ovens. Washable. 


turn the heat on your Profits, Sales, and Volume. 
. SAFE “FIBERGLAS” Insulation — Three 


inches in thickness completely surrounds 
tank—fire-proof, moisture-proof, ver- 


—xk 2a min- f. 
Se, Now You Can Sell BOTH site 


. Easy Installation — Wiring and Piping 


GAS and ELECTRIC easily accessible. All wiring concealed 

WATER HEATERS in approved Greenfield conduit. 

with ONE franchise . Protection Against Rust and Corrosion— 
MAGNEDUR process guards tank against 
rust and corrosion— automatically and 
continuously! Standard equipment on 


Write for your DeLuxe Models, optional on others. 


EXCLUSIVE Franchise TODAY! . Strong Solid Foundation— Pressed 

steel legs, three point contact, electric 

e An Exclusive Franchise arc-welded, for solid support on all 
e A Protected Territory types ‘of floors. 

eA Complete Dealer Merchandising 19, No Wasted Hot Water —Heat Trap 

Plan prevents back circulation of hot water 


-e Dealer Cooperative Advertising into piping when tank supply is not 
being used. 





e Sales Helps *Patent Pending 


e Engineering Service These features mean 
¢ Greater Profits, Sales, and Volume SALES and PROFITS for pow? 
Customers will look 


this Sigr of Servic 
in you: window. 


Vianigbvanin RANGE BOILER COMPANY eon 


24th & ELLSWORTH STS., PHILADELPHIA 46, PA. IPF 7 


AUTOMATIC WATER = ELI 


Backed By 66 Years of ‘‘Know-How”’ 














40,000 Series 
TROFFER 








BAFFLE RIBBED GLASS No. 211 LOUVRE 


IMMEDIATE DELIVERY 


SOUTHERN LIGHIING M'Fc.Co. 


ORLANDO FLORIDA 
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RACO BLNO BOX 


A new bracket on a nationally 





popular STEEL box—especi- 
ally suited for non-metallic 
sheathed cable. Speeds up 
residential jobs—nails direct- 
ly to studding. Not necessary 
to notch studs on rock lathe 
jobs. Long nailing prongs 
gauge and hold box in correct 
position until nails are 
driven. Knockouts are “‘Pri- 


Out” equipped. 


RACO Switch and Outlet Boxes 


Profit by the line of least sales resistance! It’s no secret that « 
signers, architects and electrical contractors—the country over 
prefer and demand the RACO line. There’s a box and cover, : 


curately made and machined, tailored to fit the particular needs 





every type of installation. Sturdy RACO boxes in their smoot 


lasting black or galvanized finish, are built to do the job rig! 


* * 


lene tn 
io 





A-S-E STEEL PRODUCTS FOR MANY USE 
STEEL OFFICE FURNITURE - WARDROBE, STORAGE, AND COMBINATIC 
CABINETS - CLOTHING LOCKERS - INDUSTRIAL EQUIPMENT FOR FASTF ° 
MATERIALS HANDLING - FROZ-N-FOOD LOCKERS - ELECTRICAL OUT! 
AND SWITCH BOXES. 





RACO PRODUCTS ARE LISTED BY 
UNDERWRITERS LABORATORIES, INC. 


ALL-STEEL EQUIPMENT INC., 800 Kensington Avenue, Aurora, | 


A Complete Line of Switch and Outlet Bo> as 


ALL-STEEL Propucts [Sana a Rn a en 0 ae 
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Simplex Varnished Cambric Cables are the work horses of the electrical 
industry. As shown, this cable has three conductors with a thick wall of 
varnished cambric tape. A varnished cambric belt for additional electrical 
protection is added and then a lead sheath is applied. A non-migrating 
lubricating compound is used between layers. It gives the cable greater 
flexibility and prevents wrinkling of the tapes when the cable is bent. 


lex Varnished Cambric Cables have ex- 
al electrical stability and the ability to 
nd ozone, mineral oil, voltage surges and 
mperatures. They can be bent to a much 
radius and are less likely to be injured 
ing than are paper cables. 


Varnished Cambric Cables may be protected by 
treated braids, rubber or reinforced rubber jacket, 
interlocking metal tape (Condex), lead sheath with 
or without armor. In wet places or where they 
may be exposed to appreciable amounts of mois- 
ture, they must be covered with a lead sheath. 


Bulletin +108 will be sent promptly upon request. 
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WIRES & CABLES 
SIMPLEX WIRE & CABLE CO., 79 SIDNEY ST., CAMBRIDGE 39, MASS. 
25 
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In This Issue 


Qpportunities in Industry 

Reduced Costs with Wiring Surveys 
(hanne! Type Fixtures in Mill 

“Safety Wiring by Feltus” 

} Wavs to Better Business 

He Backs His Ethies with Cash! 

Better Service Means More Sales 
(onfidence Through Training 
B Service Meets the Publie 

learning to Sell Again 

What Should a Franchise Mean? 

Rental Plan Builds Appliance Sales 
(ode Questions and Answers 

Your Work Can Wait! (Carioon Page) 
News of the Industry 

Names in the News 

Booklet. and Bulletins Available to Readers 


Eleetrieal Product Parade 
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WITH THE NEW-TYPE 


ci Ri ecteas SS. lie Gee ke 


CUTS INSTALLATION COST... 
This New-Type Attic Package is far easier and 
quicker to install . . . cuts labor time right 
down to the bone. 


CUTS OVERALL SELLING PRICE... 
Package is complete, including fully automatic 
ceiling shutter. Total installed cost is far less 
than for ordinary fans. 


CUTS SELLING EXPENSE ... 
Lower installed cost and a choice of SIX SIZES 
mean easier selling. Authorized Coolair Dealers 
receive factory-supervised training, too. 
CUTS SERVICE CALLS... 
SKF ball bearings and patented sound-absorb- 
ing springs mean quieter operation and better 
satisfied customers. 


@ Cut yourself a slice of 
extra profits as an Author- 
ized Coolair Dealer . . . call 
your Coolair distributor or 
agent for details. 


Coolair is a charter member 
of PFMA and Coolair fan 


ratings are certified. 


AMERICAN COOLAIR CORPORATION 
JACKSONVILLE 3, FLORIDA 





CRESCENT 


Makes A Complete Line of 
ELECTRICAL WIRES AND CABLES 





PREPS WPP IPTV FI OSE www’ __ 
Mie > 


Setonalas) 


Distributed by principal electrical wholesalers throughout 
the United States. Their trained personnel and stocks are 
available to service your needs. 


22) WIRE and CABLE 9) “ 


CRESCENT INSULATED WIRE & CABLE CO. pan 
TRENTON, NEW JERSEY nv 
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Opportunities in Industry 


This is the first of a series of 
articles discussing the oppor- 
tunities for electrical contract- 


NIINUING rapid increase in 


opment of industry in the 


pening increasing numbers 


nities for electrical contrac- 
, field. 


To capitalize upon 
wtunities, to the greatest 
require a degree of spe 
upon the contractor’s part 
a familiarity with the 
ustry predominating in his 
Tea. 
rical contractor who trains 
his organization for op 
his field will find a num- 
ent ways in which he can 
trial establishments. One 
important services he can 
hat of routine, periodic 
of the wiring and elec- 
ment of an_ industrial 
an especially important 
the contractor’s point of 
it gains him entrance 
t, and frequently opens 
larger jobs in moderniza- 


] 


ors in the industrial field. 
Future articles in the series 
will discuss surveys and main- 
tenance procedures, industrial 
power rates, and specific op- 
portunities in industrial mod- 
ernization. 


tion ef equipment, relighting, and so 
on. 

The operators in industrial plants 
scldom realize how quickly modern- 
ization will pay for itself through low 
er power costs, reduced maintenance, 
and expensive shutdowns. 

A typical example of such modern- 
ization was the conversion recently at 
the Exposition Cotton Mills, Atlanta, 
of 249 flat-top card machines from 
group drive to individual drive, which 
climinated drive-shaft maintenance, 
belt replacement, and expensive shut- 
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downs because of motor failures on 
main line shafts. According to J. C. 
Edwards, superintendent of the Mills, 
there was considerable line-shaft t 

ble with the 
from hot bearings and the 
of keeping the shafts level and in 
linc. Mr. 
shafts and loose pullevs had to be o1 
week and 
chine required 30 feet 
double-lap belt. 

Ihe total cost of the individual 
motor drives, Mr. Edwards 
will be liquidated in 10 to 12 vears 
through the savings in shaft main 
tenance and belt replacements alonc. 

Formerly, one motor fa‘lure rcsult- 
ed in a complete shutdown of all the 
card machines on the main line shaft. 
There is a further saving m power 
consumption, and the individual drives 
eliminate the use of the ma_n-line 
shafts when only a few card machines 
are operating. 


rou 
group-drive — resultins 


, 


} 
necessity 
Edwards said the line 


cach card ma 


of thre 


ed once a 


inch 


reports, 


29 





Better operation results, too, since 
the individual motor drives run the 
cards at uniform speed, whereas there 
was considerable variation in the 
speed of the cards when driven by 
line-shaft group drives. 

The elimination of line-shaft group 
drives is only one of the many typcs 
of modernization needed in indus 
trial plants. Another ficld in which 
there is a wide, untapped market for 
the service and equipment sold by 
electrical contractors is in the adapta- 
tion of electric heating to the textile 
industry. On one operation alone 
in the textile industry, that of slash 
ing, there is a potential opportunity 
to replace over 600 steam units in the 
nine southeastern states, according to 
Paul H. Goodell, manager, industria 
heating sales department, ‘Trumbull 
Electric Manufacturing Company. In 
discussing the possibility of applying 
infra-red heating to the slashing op 


cration on ft 


One of the’ most frequently 
encountered opportunities for in- 
dustrial modernization is the con- 
version of line shaft drives to 
individual motor drives. These 
photographs show before and after 
views in the card room of the Ex- 
position Cotton Mills, of Atlanta, 
Ga., where 249 flat-top card mach- 
ines were changed from line shaft 
drive to individual motor drives. 
According to the mill superintend- 
ent, savings in shaft maintenance 
and belt replacements alone will 
pay for the conversion in 10 to 12 
years, although much greater sav- 
ing will result from the elimination 
of costly shutdewns and in power 
consumption when only a few card 
machines are operating. 


rcports that these steam units might 
well be replaced with approximately 
200 electric slashers of 250 KVA 
capacity each. The over-all operation, 
he says, would be more economical 
than the existing steam equipment 
and a superior quality end product 
would result. Driers for finished 
goods and numerous other applica- 
tions outside of the textile mills are 
also good prospects for infra-red heat 
ing. 

In addition to applications of clec- 
trical heating equipment, there are 
opportunities in almost every indus 
rial plant for modernization through 
the installation of voltage booste.s, 
capacitors for power factor correction, 
modernized control cquipment, and, 
especiclly, for modern lighting equip 
ment. 

Some contractors have been suc 


1 9s } 
cessful in establishing per:cdic main 


: 
imong industrial 
vs which 
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include preparation of a com 


comprehensive record of the « 
cal equipment of the plant. 

such a survey is made, the ele 
contractor is in a position to 
a regular maintenance and insp 
service for which there is a | 
periodic charge. When any 
other than the routine inspect 
sclf is required, there is an adc 
charge, of course, upon a tin 
material basis. 

This periodic inspection of 
tenance should cover wiring, | 
equipment, control cquipmen 
tors, and any other special ¢ 
equipment such as weldins 
hese periodic inspections sh 
clude checks on motor load 
ages, speeds, power factors, g 
power Icaks, insulation tests 
tors, etc 

The electrical contractor ¢ 
in such an industrial main 
service can frequently serve his 
advantageously by familiarizi 
self with the rate schedulcs 
light and powcr company s<¢ 
ndustnizl plant. A knowledgi 

tes combined with a know 
the industrial plant’s operat 

lure will often indicate met 


] 
which 


powcr costs can DC 


) 

iblv reduced bv reducing 
] 
i 


Cmand Wid Chus 
factol \ study of 


applving to an :ndusti 


imum ¢ 

the load 
indicates economies tha 

made through 

proving 

p WeCT at 

purchasc¢ 


tain app 
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lS p yssibl¢ 
full measure of courtesy 
. That has been the ex 
f F. R. Milton and H. B. 
lectrical contractors, 
147, organized the firm of 
d Durham Electric Com 
sirmingham, Alabama. 
ited by sending notices 
re going into business and 
ed up with sales letters,” 
m said. “Actually down- 
css houses, who had been 
ed during the war when 
ssible for companies here 
of all the demands, were 
It was the first such offer 
they had received from 
tractors, they said.” 
the partners had a new 
consisted of offering a 
lectrical analysis without 
| list of prospective cus- 
is included charting such 
a store as wiring layout, 


who, 


pertinent data. 
a permanent 


Milton and 


COMICS 
ecord in the files of the 
Durh: company. 

Of course, it is 


| 


how such a method 


readily apparent 


materially cuts 
maintenance When a 
call comes in, a quick check of the 
chart before the electrician gets start 
ed indicates what could be wrong and 
the system’s requirements. 
I'he inethod, as Mr. Durham _ point- 
ed out, is personalized, making it pos- 
sible to give quick cfficient service. 

A double card system is used by 
Milton and Durham in connection 
with the electrical analvsis service. In 
one file are the names to whom Ilet- 
ters have been sent. When a card 
enclosed in one of the letters is  re- 
turned, the name of the person from 
whom it is received is transferred to 
the second or prospect file. After a 
lavout is made, a running record is 
kept of all calls, making it possible 
to eliminate the weak points in the 
customer’s wiring system. 


costs. SCTVICC 


general 
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Mr. Du ham 


instances where 


cited the following 
the use of the analy- 
ses has enabled them to render service 
to customers, creating some enthusi 
boosters for the company. 

a customer, knowing 
this technical in 
layout, 
idvise him 
that he 
was considering buv_ng. Our advice 


that we had on file 
formation on his electrical 
asked us to 


equipment 


called and 
about some new 
helped him avoid purchasing cquip 
nt which would have operated in 
] electrical 


h hs set-up 


overhead expense. 
occasion, by means of 
ible to avert a 


wer'c 


re when a store managei 
urgent phone call to tell us 
detected a burned odor at a 
Prompt advice en 
m to disconnect all 
it particular area until the 


could arrive. 


cation. 


circuits 


ur primary purpose is con 
work rather 
Mir. Durham 


ink that by 


then mainten 
pointed out, 
mving a custome! 


ec in small things it ‘will 
csult in something bigger when con 
installations are needed.” 
Onc f the 


1 ) }.] 
OMmpan IS the 


uction o1 
fields of the 
installation of ait 


‘ 
iditioning in the 


mayo! 


downtown area 
In doing this work we have some 
nite objectives—to make the svs 
m simple and easy to operate whik 
insuring that it is 
oof, with no possibility for 
\Ir. Milton explained. “For 


+ 


samc time 


he control circuits are in 
“er 

failure of anv onc 

picce of cquipment stops the whole 


terlocked and the 


plant. ‘This is a wise precaution as 
otherwise material damage might re 
sult. Another important 
tion with us is good appearance. We 
ire verv careful that the arrangement 
of switchboard, motor starters and 
sige : 
switches be well-balanced 


considera 


] 
i 


secondary 
ind pleasing to the eve 

“Of course the market for air con 
ditioning is not limited to commer 
cial concerns, as the trend today is to 
make air conditioning a part, of the 
clectrical set-up of every home.” 

As to the background of the part- 
ners, Mr. Milton has had executive 
expcrience in the electrical contract- 
ing business, having started in 1925 
with Knight Electric Company. Foi 
three years during the war Mr. Dur- 
ham served in the Navy as chief elec- 
trician’s mate. About half of this 
time was spent in the South Pacific 
in anti-mine warfare. Mr. Durham 
has had experience also with the 
Birmingham Electric Company and 
electrical contracting companies in 
Birmingham. 





Channel Type Fixture Supports 
Feature of Mill Lighting 


installation recent 
Magnet Mills, 
exampic of 


‘THE LIGHIING 
ly completed in the 
Clinton, Tenn., is an 

economy without sacrifice in quality Ol 
quantity of light. ‘The accompanying 
photographs illustrate the 
construction which was found to best 
lend itself to the mill design 

The high and 


tvpe oF 


cell: ngs concrete 


Mr. MeCall is electrical engineer 
for Tennessee Armature and Electric 
Co., Knoxville. He was one of the few 
merit award winners in the elee al 
contractor clas: tion in the contes? 
conducted by the International Light- 
ing Exposition. 


The channels permit “skip rows” 
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of fixtures where 
illumination is satisfactory. 36 foot-candles at the working 


By E. W. MeCall* 


cost of each 
expensive. 


channel 


construction make the 
indiv dual support. rathe: 
The 
lighting fixture requires at 
support every four feet 

nel fixtures 
than the conventional 
used. Aluminum channels purchased 
from War Surplus stock were employ 
ed in lengths up to 22 ft. Individual 
fixtures were bolted directly to these 
ing between fixtures 
Greenfield. 


conventional type of 
least onc 
Ihe 
expens ‘vc 


1 
chan 
also are more 


hood = type 


channels and wit 


was done in BX and 


less plane is obtained 


iditv of the aluminum hap. 


nel allowed 


Phe ng 
spacing of supp 
much as ten feet apart, therel 
tcriallv reducing the labor costs 
stallation 

install 
and 
perm 


Lines of light were 
tween rows of 
lighter intensities were 
ilternate fixtures were omi 
hese can be readily attachec 
future date without the 
lowering the channel and at a cost no 
greatcr than the cost of adding units 
in the conventional channel coiistrue. 
ton. (Continued on page 80) 
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the Magnet Mills, at Clinton, Tenn. 
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This is a general view of the looper room at Magnet Mills, have improved lighting conditions so that the lighting 
Clinton, Tenn. The continuous rows of fluorescent fixtures intensity at working plane is now 56 foot-candles. 





tt hd emer 
ornenietioii 











The method of using aluminum channels to support the ports from the ceiling to be spaced ten feet apart, resulting 
xtures shown here. The channel permits fixture sup- in considerable saving in labor installation costs. 
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THE ABILITY to “consistently keep 
the public interested” has paid ex- 
cellent dividends year after year for 
Feltus Electric Company, 25-year-old 
electrical contracting firm in Mem- 
phis, Tennessee. 

Feltus Electric Company, headed 
by David Feltus and Robert Feltus, 
can be credited with one innovation 
after another which has improved 
electrical service in the Memphis 
area. They are pioneering in many 
merchandising operations which are 
fast becoming standard elsewhere 
in the South. 

Shortly after the war, the com 
pany moved from an off-street loca 
tion in Memphis to an extremely 
prominent spot along Memphis’ busy 
Madison Avenue, after both of the 
Feltus’ returned from military service, 
David as a pilot in the Air Force and 
Robert as a ground officer. Recog- 
nizing the fact that a principal draw- 
back to electrical contracting sales is 
the limited number of contacts which 
the “average homeowner” may have 
with the firm, Feltus Electric pur- 
chased two old homes fronting on 
both Marshall Street and Madison 
Avenue, and transformed them into 
a modern electrical contracting 
“plant,” incorporatng in addition a 
handsome lighting fixture depart- 
ment, home electrical supplies de 
partment, and four brilliantly-lighted, 
eve-appealing display windows. 

The two old residences were con- 





SAFETY WIRING 
FELTUS ELECTRIC C 


573 MARSHALL: PHO. 585 24-MEMPHIS 


verted simply by remodelling one 
building into a showroom and office, 
refacing it with white plaster, and 
building in “‘walls of glass’ to serve 
as display windows. At the same 
time, a huge red-and-white sign 60 
feet long was erected at the left of 
the showroom, both to conceal the 
old home which had been converted 
into shops and stockrooms, and to 
promote the slogan “Safety Wiring 
by Feltus Electric Company” which 
has been so well played up for years 
that most Memphians automatically 
think of Feltus in connection with 
wiring. 

Other features of the move include 
a brilliant neon pole sign in front of 
the entrance where thousands of mo 
torists pass daily, a surfaced drive in 
front and rear for five handsome red 
and white trucks, as well as custome 
parking, and additional warehousing 
space in the rear. 

To boost traffic and increase fa 
miliarity of the average homeowner: 
with the Feltus name, the brothers 
next went into “logical sidelines” 
which each felt certain would not 


only pay operating overhead in the 
new location, but would vastly en 


large home wiring contacts. ‘There- 


fore, interior walls in the showroom 


Wiring by Feltus 


were done over in rich stair 
press, hardsurface flooring was 
ed, and the former house b« 
departmentalized electrical st 

One showroom is devoted 
to fine lighting fixtures, it 
commercial fluorescent and 1 
cent types, novelty outdoor 
and standard fixtures for evé 
in the house. At night the 
fixtures seen through the br 
dows catch immediate attenti 
ing the day they lead dire 
wiring contracts. ‘The show: 
ries only exclusive, nationall 
tised lines of fixtures 
strong acceptance in_ th 
market; a fact which 1 
common knowledge. “We 
reputation for handling th« 
types of lighting contracts, 
Feltus said, 
a lot to get the fixtur 
moving.” 

Next to these displa 
electrical homce 
directly behind the front do 


ATT! > l 
carries a huge stock of 


“which of cout 


SCTV1CC if 


tric needs that everv hous 

have now and then. Inc 
lamps, sockets, switches, cor 
sions, bulbs, junction box 
kits, tape, custom cords, p 
displayed in a row of glass 

on towering tiers of shelvin 
Also included are complete 
small _ traffic 
sandwich grills, irons, mix¢ 


ippliances 





e-top radios, all of which the 
nanagement fecls have a de- 
lace in their merchandising 


ire not carrying major home 
s of any kind,” David Feltus 
“While they may be open 
at the same time new home 
mtracts are discussed, we 
these represent a highly com- 
market which requires too 
ce, time, and specialty sell- 
e’re content to merchandise 
es which directly bear upon 
acting work, or which the 
e needs for electrical conven 
her than operating a special- 
ess such as_ refrigerators, 
id washing machines.” 
teady stream of homeowners 
ve into Feltus’ convenient 
yt, and run in for sockets or The electrical home service department (above), carrying a varied stock of 
} everyday electric needs, brings an estimated 39 to 40 new prospects into 


is eloquent testimonial to : : 
the Feltus Electric Company every day. 


idness of this merchandising 
ltus salespeople point out the 
fixture lines, a large well 
repair department, and the 
itury reputation of the firm 
possible, even to the most 
yp-in customer. While it is 
to trace the source of home 
the Feltus brothers feel 
10 question but that many 
contracts came from just 
sits. 
1 heavy volume af contract 
led about equally between 
1 and residential work, the 
n has acquired much of its 
pnotch reputation through 
motion of the “Safety Wit 
eltus Electric Company” 
We hit upon this idea long 
var,” said David Feltus. 
theory that instead of merc 
wiring, we could merchan 
finite product; that is “Safe Believing that lighting fixtures constitute a logical sideline for the electrical 
contractor, the Feltus brothers created this unsusal, cypress paneled lighting 


By Feltus.” Thus, we 1 I 
fixture room. Below is David Feltus. 


Nl correspondence, con 

advertis'ng, to just wir 

vays to Safety Wiring with 

gan. In time this idea be- 

iow results, so that now 

ur new customers actually 

e is some mechanical dif- 

tween Safety Wiring and 
variety.” 

gan is repeated in count 

on the side of every red 

Feltus truck, on decalco- 

ich are permanently affixed 

boxes or control panels at 

ection of every job. On 

company letterheads, a ‘brilliant red 

DOX rep the slogan, and this motif 

iS Carl out on invoices, order 

blanks, » din fact all types of forms 

used by Memphis contractor. In 

the last | vo vears, it has been given 

(C itinued on page 80) 
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“THREE OPERATIONS are — get 
ting us business today, been 
good business builders in the past, 
and we are sure will be equally as 
good in the future,” declares E. E. 
Eaton, vice-president and 
manager of the Veale Electric 
pany, 427 East 3rd _ street, 
Oklahoma. 

“One of these is the replacing of 
newspaper and other types of advertis 
ing with fifteen second radio spot an 
nouncements; the second is paying 
careful attention to the selection and 
training of our men who are experts 
in every electrical line, and the third 
is in the use of a check list on the 
completion of a job and the use of a 
prepaid penny postcard by the cus 
tomer reporting on his satisfaction. 


have 


general 
Com- 
Tulsa, 


G G FIXTURES 
xT Se aa 








Most of the Veaie radio spot an- 
nouncements are tied in with news- 
casts on smaller Tulsa stations which 
they feel cover the immediate area at 
less cost per announcement than lar- 
ger stations covering a multi-state 
area in which the company could not 
Instead of re 
radio 


hope to do business. 
ducing the amount spent for 
advertising through the use of less ex- 
pensive time, the amount of 
advertising dollars is spread out over 
more spot announcements. 

Here is a typical spot as 
Veale Electric: 

“For up-to the-minute methods of 
performing electrical work call Veale 
Electric. Only expert mechancs are 
employed. ‘They are sincere, con 
scientious, and are permitted to serve 
after becoming fully quali 
Veale Electric 
experience, intc- 
guaranteed 


Same 


used 


vou only 
fied. Remember, 
since 1911... for 
grity and fair dealing with 
satisfaction.” 

Most announcements are prepared 


by the radio station staff from ideas 


. furnished by Eaton, such as that pres 


ented in the foregoing condensation 
of a spot announcement. 

Local directory advertising is also 
used and this features the same points 
presented in the above announce 
ment. 

“We train cach man 
making each man’s 
problems,” Eaton explains the second 
point. “We have highly 
efficient staff of through 
personalizing our personnel set-up. 

“Each man’s work record with pre 
vious employers :s faithfully checked 
that we are employing 


for his job by 
problems ow 


created a 
mechanics 


to assure us 


, / 
apes ve Le 


[4212325 3a sheet VY lS a 2804 > ‘ 


” 
Neck 


only experts and that the men 


conscientious workmen . . . tl 
so much criticism today of wo 
carelessness and indifference th 
electrical contractor has to pl 
great deal of emphasis on this 
if he hopes to retain the good w 
has built up through the years 

“We study the entire reco 
every mechanic before he com 
our staff; great emphasis is plac 
the type of work he not only « 
best but that he likes best. 
found that the man who likes 
he is doing always does a much 
job than the man who would 
be doing something else.” 

his study embraces not on 
past record of each man but 
ues right through the first 9 
of his employment with the 
firm. Work hand] 
an assignment method by the 
intendent. He cach 
the man or men best qualified 
particular branch of work cm 
by that job. 

Upon the completion of ca 
the mechanic turns in a mem 
a complete check list with a « 


step of the ]j 


\ 


orders are 


assigns 


| 
analysis of every 
gether with his own comment 

These 
not only 
the mechanic’s employment bu 
time to time thereafter. ‘Th 
stant goal is to find a definite 
work in which each man can 
himself as an expert and to d 
thing possible to h that 1 
becoming an 
chooses. 

(Continued on page 


are studied closely by 
during the first 90 « 


ry 
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expert in the 1 
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SOUTHERN electrical appliance 
utor who receives wholehearted 
ition from retail dealers is Cy 
president of Shobe, Inc., at 
Union Avenue, in Memphis 
ssee—as the result of a state 
‘f business ethics policy which 
10be developed as practical in 
against “‘backdoor selling.” 
zing that backdoor selling has 
constant thorn in the side of 
liance trade through the mid 
plus earning the dislike of 
turers whose products are 
this way, Shobe, Inc., scored 
nediate hit by publishing a 
it of business ethics, and 
1 $1,000 warranty not to sell 
duct which it distributed ex- 
rough authorized franchised 
Under the iron-clad terms of 
y, Shobe, Inc., agrees to for- 
sum of $1,000, payable to 
iblished charitable organiza- 
the complainant’s own choos- 


ictual statement is printed on 
8%-inch parchment sheet, 
eaded “A Statement of Busi- 
hics Policy by Shobe, Inc.” 


Copy below reads, “Shobe, Inc., is 
unalterably opposed to the so-called 
backdoor selling by distributors. We 
believe such practice is grossly un- 
fair to the dealer, and dangerously 
detrimental to the dealer-distributor 
plan of merchandising. This evil 
practice, we believe, should cease, 
and the dealer should be assured of 
good, honest, dependable distributor 
service which will protect him from 
even trivial instances of such unfair 
dealings in order that he may con 
tinue with confidence to enjoy pleas- 
ant, profitable and proper business 
relations with his distributor.” 

“Therefore, Shobe, Inc., states its 
policy below, together with its guar- 
antee of adherence to that policy— 

“1. Every product which we dis- 
tribute under franchise will be sold 
only through authorized franchised 
dealers. An authorized franchised 
dealer is one who has signed an ac- 
cepted Shobe, Inc., franchise covering 
a particular product, and who stocks 
and displays that product in accord- 
ance with the franchise terms. 

“2. In the event an individual, a 
firm, a dealer, or any member of a 
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dealer’s organization desires to pur- 
chase, for his own use or resale, any 
product we distribute under fran- 
chise, and for which product such 
person or firm is not a duly author- 
ized franchised dealer, such party will 
be respectfully referred to our list of 
dealers handling that product. 

“3. No consumer or retail sales 
will be made by us, even to our own 
employees, of the products we dis- 
tribute. This ruling covers our ex- 
ecutive staff. 

“4, Dealers, friends, and employees 
are kindly requested not to ask us 

(Continued on page 76) 
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“GIVE THE SERVICEMAN the best 
break possible in compensation, 
equipment, and co-operation, and 
your service department will build it- 
self.” That’s the way H. Merritt 
Britt, head of Britt’s, Orlando, Flori- 
da, looks at refrigeration service, and 
upon this basis a highly successful ap- 
pliance service organization has been 
built. 

With partner Roy Wininger, Mr. 
Britt opened up one of central Flori- 
da’s largest appliance and sérvice or- 
ganizations two years ago. Although a 
citrus grower at one time, Mr. Britt 
felt the urge to get into the appliance 
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business back in 1944, while Mr. 
Wininger was already operating an 
appliance store in nearby Winter 
Park, a few miles away. Joining up, 
the partners managed to get a Gen- 
eral Electric franchise for both com- 
mercial and domestic refrigeration, 
general appliances, and package air 
conditioning; so strong an advantage 
was this that an investment realty 
corporation built a $25,000 show- 
room and service shop for them, 
which is one of the largest in the 
state. With a sixty foot front, al- 
most entirely glass, handsome en- 
closed shops for various appliances, 


and a territory divided into six 
districts, they immediately be 
potent factor in Florida retail: 

“The business is built on 
however,” Mr. Britt indicated. 
started out with little or noth 
sell, and went after service 
problems with the idea of p 
ing these into a_ successful 
We have tried to elimina 
much as possible the weakness 
discouraging drawbacks found 
sort of enterprise. We feel tha 
a profitable service departme1 
erating smoothly, sales will ta 
of themselves.” 

Currently holding a United \ 
franchise for auto radio servic¢ 
doing all of Montgomery Ward 
tral Florida work, Britt’s ser\ 
up involves many unique ideas 
allow a serviceman to carn an 
equal to that of a speciality app 
salesman. 

The service department is sp 
to separate shops for radio, refi 
tion, package air conditioning, 
tric range, washing machine, 
freezers, and small appliance 1 
The staff includes a crew of 
men, one a specialist in auto) 
home laundry equipment, all « 
versatile enough to switch from 
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Britt built his staff by 


f elimination, and except for 
ling under the Veteran’s Ad 
on, all his mechanics are 
in the field. 
first step in the plan, each 
n receives a base salary of 
) or $60 per week, depend 
his work, plus 50% of the 
of his service work at the 
h month. Student train 
id $30 per week, and they, 
in the 50% return on pro 
ler this profit sharing plan, 
nen share equally, the 50% 
ed on the net monthly pro 
tr:buted among nine men. 
lief advantage of this plan 
erful incentive to get out 
plus doing away with an 
feeling of compctition.” 
pointed out. “The men 
team, because the more 
man turns out, the more 
shares. There can’t be any 
the job or inefficiency, be- 
ven would swiftly gang up 
ow who wasn’t earning his 


ig on the theory that 
succeeds like success’ Britt 
farther to raise his service- 
mes. Recognizing the fact 


that servicemen getting into Orlan 
do homes would have many oppor- 
tunities to sell appliances, or to tip 
off specialty 
quired every man to take the LaSalle 


salesmen, he has re 


University salesmanship, 
for which Britt’s pays, testing every 
man regularly to make sure he knows 
his salesmanship. ‘Thus, out in the 
home, the serviceman spots faulty ap- 
pliances, the need for new equip 
ment, etc., and receives a. commission 


course 1n 
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One of the factors contributing to 
Britt’s success in the South is the 
thoroughly departmentalized _lay- 
out. Each unit is complete and 
separate in itself, with its own 
stockroom, personnel, and equip- 
ment. Only a small part of the 
stockroom is shown at left. 


of 2% when a salesman clinches the 
deal, more if he makes the sale out- 
right himself. Needless to say, every 
Britt mechanic is working overtime 
to learn his salesmanship the right 
way. 

Next, having guarantecd excellent 
incomes for every man, Mr. Britt 
turned to mechanical facilities. His 
huge service shop is one of the most 
efficient in the South, thoroughly 
departmentalized, with cach unit 
complete and separate, which means 
that every department has its own 
stockroom, personnel, and equipment. 
However, like other service firms, 
there were many instances in which 
men had to return to the shop for 
extra parts or tools when out on a 
job. 

Mr. Britt has solved this problem 
by introducing “rolling shops;” the 
first of their kind in central Florida. 
To handle every call, he designed a 
half-ton pickup truck, with a $350 
cabinet body, which carries every 
thing needed for any conceivable re- 
pair job. Included are soldering 
units, range parts, complete refrigera- 
tion parts down to compressors, 
switches, electrical wiring, gaskets, re- 
frigerant fluid, hardware, spare wash- 
er parts up to wringers and motors, 
water heater elements, tanks, thermo- 
stats, solenoids, expansion valves, and 
about three times the average num- 
ber of tools. “We feel there isn’t any 
kind of repair job our men can’t 
tackle on the spot,” Mr. Britt said, 

(Continued on page 76) 
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By MEANS OF A simple, inexpensive 
technique tens of thousands of sales- 
men, who are under no real compul- 
sion, are learning basic selling and ap- 
pliance selling through General Elec 
tric’s mass sales training program. 

The task of training tens of thou 
sands of men following World War 
IT was a collossal problem facing G.E. 
The war had just about wiped out 
all the intensive training done over 
the previous 15 years, and in a seller’s 
market it was feared that many of the 
retailers would not be enthusiastic 
over training themselves and_ their 
salesmen for the tough days ahead. 
These tens of thousands of salesmen 
were beyond G.E.’s jurisdiction and 
were divided into dozens of classifica- 
tions, some selling at wholesale, oth 
ers at retail, to customers ranging 
from ship builders to farmers, from 
homemakers to building contractors. 

To complicate matters still further, 
a policy of charging this heterogeneous 


*Mr. DeJen is manager of General 
Electric’s Retail Development Division, 
Bridgeport, Conn. 
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By Jean DeJen* 


student body money for most of the 
training was self-imposed. Obvious 
ly, any training had to be good to 
be taken off the shelves by wholesal 
ers and dealers. 

The tremendous complications of 
the training jigsaw puzzle have not 
been built up to impress or confus¢ 
the reader, but only to indicate the 
many angles which had to be con 
sidered for such a mass training pro 
gram. 

Even with the great need for speed 
following the war, time was taken to 
do some research. ‘Tall stacks of 
sales-training literature were reviewed. 
Most of it, when carefully analyzed, 
turned out to be a lot of piffle—pla- 
titudes, preachments, dry rot, and 
blue sky. 

Iinally, the dissection resulted in 
the development of a simple and 
quick method for training and keep- 
ing trained the multitudes of sales 
personnel all over the U. S. A. The 
program was divided into two classes. 


Training 


2 
4 


1. Basic training, the prin 
salesmanship. 

2. Product training. 

Next, a plan was devised 
ing up this two-step training 
tained basis, and it was ma 
the Company’s multiplicity 
ucts and diversification of 
tion. The plan embodied 
known training methods, h 
training and personal training 


La Salle Training Cours« 


One of the best examples 
home study activities is the G 
Salle basic training course 
manship. ‘The 
scven assignments, cach of wh 
trainee has three weeks to st 
fore he mails in his problem 
If he gets passing grades fot 
assignments, he receives a LaS 
tension University diploma. 
trainees do. 

During the first three mon 
this training, over 10,000 en 
rang'ng from salesmen to sales 
agers—each paying $17.50 { 
course. Nowhere can one find 


courses Corns 
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stimonial of dealers’ recognition 
need and desire for sales train- 
Here are 10,000 men willing 
iy their ways out of being mere 
takers—men who are anticipat- 
id preparing for the return to a 
market. 
me study courses provide the 
sales training, but it takes a per- 
touch to put polish on a sales 
tation. Further, any _ training 
m must have continuity to be 
ve. General Electric found 
qualities in an inexpensive 
id of visual presentation and a 
form of illustrated sales training 
ture. 
mbining the elements of per 
teaching, good visual training 
canned story, the new method 
almost anyone who can read 
h to do a good personal train 
ib with visual presentations o1 
ited lectures. 
his mass training method Gen 
ectric uses slide films (some- 
known as film strips) and print- 
n text booklets. Live sound is 
in the person of a trainer, who 
get up on his feet and do the 
He reads from a printed text 
pictures illustrating and dra- 
g his talk are shown on a 
yr on the wall. 
ough the trainer still has a 
story in both pictures and 
can inject his personality into 
esentation. Also he can keep 
esmen awake and alert by ask- 
audience participation. And 
1 pause at any place in his story 
borate on a particular point. 
but not least, he is learning to 
training job painlessly and with 
mum amount of effort. 
minor problem which had to be 
the trainer could 


me was how 
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THIS is the second of a 
series of articles describing 
the wide range of materials 
available from manufactur- 
ers for dealer use in train- 
ing his sales staff in the 
forgotten art of selling. 


read the printed text :n a darkened 
room. ‘The portable pulpit was thc 
answer. It is a small, lightweight 
holder to which the printed text is 
clamped. <A hooded lamp illuminates 
the text and the speaker’s face, add 
ing a dramatic touch to the presen 
tation. Without this device the new 
visual training method would have 
been impossible. With it, thousands 
of these units are with 
gratifving results. 

A most important part of G.E.’s 
visual and personal training method 
is the printed film text. This is a 
small booklet of convenient pocket 
size, which duplicates all the pictures 
in the slide film along with the text. 
It is a new type of training 
literature that tells most of its story 
in pictures. 

The trainer first tells the trainees 


now in use 


sales 


what they are going to see. Then he 
shows them the pictures on the 
screen while he reads from the print- 
ed text. Next, he reviews the main 


points of the slide film with a series 
of questions and answers thrown on 


the screen. And, finally, to make 
doubly sure that the trainees will not 
forget what they have learned, he 
hands each of them a copy of the 
printed film text to take home for 
review and further’ study. 

Instead of promoting and selling 
the film and text individually, G.E. 
asks retailers and wholesalers to sign 
one membership form; and from then 
on they automatically receive copies 
of cach new film and text as they are 
released. It distribution cost, 
assures nationwide distribution and 
results in savings which are passed on 
to the retailer and wholesaler. <A 
G.E. Film-of-the-Month club mem 
ber is charged $1.25 for a copy of 
each film and 5 cents apiece for the 
printed film text. 

During the first three 

G.E. Film-of-the-Month 
over 18,000 135,000 
texts retailers 
wholesalers. 

Because of the low 
training aids, every retail out- 


cuts 


months of 
Club 
film 


and 


films and 
were mailed to 
cost of these 
visual 
let-—from the smallest in the hinter- 
land to the largest in the city—can 
afford them. An inexpensive slide 
film projector, a portable pulpit, a 
scrics of films and printed film text 
booklets enable the retailer to do a 
real personal training job. In addi 
tion, this visual training method of- 
genuine learning in_ less 
many other 
during the 


fers more 
time than any of the 
methods G.F. has used 
past decade. 
Supplementing this material is a 
(Continued on page 76) 
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A POWERFUL confidence - builder 
which is readily translated into more 
new-appliance sales volume and serv 
ice \profits is complete ‘‘dramatiza 
tion” of service operations at the 
Wallace-Johnston Company, huge 
appliance dealership at 760 Union 
Avenue, Memphis, ‘Tennessee. 

“Like other dealers, we formerly 
kept service operations out of sight 
in the rear of the building,” Johnny 
Johnson, service manager, indicated. 
“A few years ago, however, we rea- 
lized that the large number of ques 
tions being asked by customers bring- 
ing appliances in for service actually 
indicated that it would be wise to 
get service operations out in the 
open, where customers could see 
them going on. Accordingly, when 
we recently remodeled and enlarged 
the store, one of the first things we 
did was to bring the service depart- 
ment out of hiding, and to, make it 
one of the most prominent features 
of the store.” 

The Wallace-Johnston service de- 
partment, into which, are incorporat- 
ed repair and rebuilding operations 
on everything from the smallest elec- 
tric traffic appliance up to 16 cu. ft. 
refrigerators, is now one of the most 
prominent departments in the store 
—conveniently set in the center of a 
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commercial refrigeration department, 
trade-in appliance department, the 
new appliance showroom parts de 
partment, and executive offices. Far 
from concealing service operations, 
the store now proudly 
neatly arranged service department to 
any and all customers who enter, and 
actually 
stand by and watch the repair work 
being performed. 

The service department occupics 
35x30 feet of space in a central room 
of the store, with a 35-foot, linoleum 
topped counter extending all the way 
8-foot aisle permit 


exhibits its 


encourage housewives to 


across, with an 
ting customers to stand along the 
counter, watch 
the work carried out. effort 
has been made to maintain eye-ap 
pealing “housekeeping.” All parts 
shelves, tools, work surfaces, and the 
appliances themselves, are kept im 
maculately neat and clean—some 
thing which Mr. Johnson has found 
appeals to the average housewife, and 
considerably heightens her opinion of 
the company’s service. ‘The shop is 
brilliantly lighted with fluorescent 
lamps suspended from the ceiling, 
and is split up into definite sections, 


discuss service, and 
Every 


Out in the open for all the world to see is the Wallace-Johnston Compa 
When the company remodeled its store recent!) 
brought the service department out of hiding in the rear and set it 


service department. 


(s the public 


which may be readily identificc 
glance. 

Included in the sections a1 
small appliance repair benches 
left, a huge washing machine 
ment which incorporates lath« 
press, grinders, cutting machi 
grinding down wringer rolls, 
large varictv of hand-tools, th 
cral_ electrical repair departme 
the rear, which takes care of m 
switches, armatures, 
and the major appliance repa 
tion on the right where refrig¢ 
electric ranges, and other larg. 


contacts, 


appliances are repaired. 

A staff of 5 neatly-uniforme 
ployees, each with the “W 
Johnson Company” name emb 
ed on the backs of their shit 
crates the department. Each 
5 is a specialist on particulat 
of appliance repairs, although 
any of them can step in to 
helping hand whenever volum 
to such proportions that one 
ment or another 
men are paid straight salaries 
bonus incentive plan, and each 
expert in his particular field. 

(Continued on page 47 
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where customers could see what was going on. 
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Witt THE secuRITY of long wait 
to rely upon, many appliance 
ive felt little need of using 


esmanship in order to reach 






His job has become large 





f taking orders as they come 





than aggressive selling 
\ one man who prematurely 
buyers’ market is L. J. Gill- 

spic the Gillespie Appliance 
Com , Little Rock, Ark., who 
suffered a fire that com 

letely destroyed his building, stock, 
ind rds. As he surveyed the 
uns tat day, Mr. Gillespie said to 


















| H our biggest selling job. 
Let's to work.” 
Gei ing to work meant opening 
1 sales office immediately in borrow 
qu s, contacting friendly and 





ympa I¢ prospects over the tele 
on id by letter, assuring them 
that he Gillespie Appliance Com 












an still in business. 

his story does not concern the 
lard nths that followed, when 
Mr. Gi cspie carried on his business 
‘Tom ikeshift location. ‘The ap- 
phance ompany is now in a_ build- 
ig tar nore attractive than the old 
one, Wi. re the owner had done busi- 
NESS > 1941, and good selling 
method. are being transformed into 
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— ING TO SELL AGAIN 


How one dealer rebuilt his busi- 
ness after fire destroyed his 
building, stock, and records. 


mounting volume of appliance sales. 

Extra sales efforts will always be 
the direct cause for success in the ap 
pliance business, insists Mr. Gilles 
pie. His primary basis of salesman 
ship is to make people know that 
Gillespie is in business again, that he 
has plenty of merchandise to sell, and 
that he does not want to stop selling 
the customer when that customer 
makes a purchase. 

To acquaint customers with the 
new location, 
run for two months and each week 
some particular appliance was sclect 
ed for the spotlight. Prices were 
never cut, but sales efforts, showman 
ship, and advertising were directed to 
the special article being featured. 

lor several weeks before the event 
a backlog was created by “holding 
back,” in ordcr to have enough mer 
chandise for the week’s promotion. 
The prospects for that particular mer- 
chandise were told approximately the 
time it could be secured. When the 
week of promotion came, newspaper 
advertising, with about twenty-five 
inches as the average space used, was 
directed on the one item. Each ad- 


i 
weekly specials were 
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‘nclosed in a box, stated: 
“We Have Saved a Limited Quanti- 


vertisement, 


ty For This Special Event.” 
Typical of these promotions is the 
one carried on for home freezers. 
During the week telephone calls were 
answered thus: “Good morning! This 
is Gillespie, home of Deep Freeze!”’ 
Che freezer on the spotlight floor 
display was filled with real frozen 
foods. ‘This is not unusual, because 
Mr. Gillespie always keeps one freezer 
in the store well filled. He buys 
half a beef at a time, then cuts and 
wraps it. Or he buys poultry, fruits 
and vegetables in season, and other 
products that the person 
wants to keep in the home freezer. 
“It furnishes my family with fine 
food,” he says, “and :t enables me 
an impressive demonstration 


average 


to give 
of the home freezer.” 

Every week a new appliance was 
selected for the week’s promotion. 
Each had its turn—electric ranges, 
refrigerators, four different makes of 
washers, attic fans, electrically con- 
trolled floor furnaces, and attic fans. 

Sidelines, sold along with the ap- 
pliance, help to increase volume. 
With the automatic floor furnaces, 
weather stripping is promoted. These 
extras are a part of the Gillespie “‘ex- 

(Continued on page 45) 
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What Should 


Durinc the past six months the 
need for franchise improvement has 
become apparent. We have found 
increased production has not solved 
our problem as it was thought six 
months ago it would. We still have 
with us, more acutely so, such evils 
as price-cutting, special deals, gray 
markets, over-franchising, high costs 
and a companion high dealer mortali 
ty rate. Now more than ever, it is 
apparent there is a need for “an 
ample market for every dealer and a 
fully competent dealer for every mat 
ket.” 


Over-Franchising 


We appreciate the fact that many 
manufacturers do not control the 
number of dealers a distributor may 
appoint. We also realize that many 
dealers took on extra lines when mert- 
chandise was hard to get and that 
they are now beginning to look over 
their lines and cut down the number 
they are going to carry in the future. 

However, an interesting franchis« 
picture was developed from a survey 
of dealers in a city of 125,000, which 
brought out the seriousness of the 
over-franchising question. We found 
that one appliance manufacturer had 
as many as 46 individual outlets for 
a line of freezer and_ refrigeration 
products. Another manufacturer of 
laundry equipment had 45 outlets. 
There were 37 dealers for a line of 
water heaters, and 26 dealers for onc 
line of ranges. And the situation in 
radios was even worse. 

Obviously, no one manufacturet 
can possibly spread his line so thin 
in a territory this small. ‘Two major 
manufacturers—one with two dealers 
and one with three dealers—were 
and are unquestionably getting thei 
full share of ‘business in this city. 
The other examples are typical, how- 
ever, of the over-population of deal- 
ers with too many lines for their own 
good and manufacturers with too 
many dealers for the good of theit 
line. 

Surely such 


conclusive evidence 


*Mr. Kovach, who is owner of the 
Paramount Good Housekeeping Shop, 
Racine, Wis., is chairman of the NERA 
Committee on Franchises. 
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The subject of franchises 
came in for considerable dis- 
cussion at the National Elec- 
trical Retailers’ Association 
meeting of July 12 and 13. 
Mr. Kovach presented the 
dealers’ viewpoint summariz- 
ed here. Although no conclu- 
sions were reached at the 
conference, attended by both 
dealers and manufacturers, 
the meeting provided an op- 
portunity for open discussion 
and should lead to better 
understanding on the part of 

both groups. 


substantiates our recommendation 
that manufacturers limit the number 
of franchised dealers to one dealet 
for cach 50,000 population. We 


further recommend that before a new 


dealer is appointed, existing dealers 


be advised and consulted. 
Value of a Good Franchise 


In this connection, we would fu 
ther like to emphasis to all manufac 
turers that the dealer mortality rate 
for those manufacturers who do have 
a good franchise is much lower than 
for those manufacturers whose fran 
chise is not as good as it should be. 
My committee would also like to 
point out that some exceptionally 
good franchises would be better fran- 
chises if properly policed by distribu- 
tors. A dealer alone cannot make his 
franchise valuable, even though it 
may be printed in gold ink on fine 
parchment and bound in the best of 
leather. Neither can a distributor nor 
a manufacturcr single-handedly make 
a franchise valuable. It is a three-way 
deal which requires all three to work 
together in close harmony, with each 
having full understanding as to the 
other’s individual responsibility. 

Part of this understanding involves 
an appreciation of the dealer’s costs 
of doing business. It is necessary for 
dealers to have protection if they are 
to profitably promote any given line 
of appliances or radios. For instance, 
we have one NERA member who 


a Franchise Mean? 


By Julius E. Kovach* 


does an outstanding volume. R 
of this volume he can afford 
salesmen, which results in mo: 
effort. While he is the onl 
chised dealer for the line in 
of 40,000, his manufacturer 
tributor have seen fit to rea 
superior rating. 


One Better Than Three 


If he had not had this prot 
he would never have been 
register his last year’s volume 
refrigeration units. If his 
were split with other dealers, 
ly he would lack incentive t 
the line. It is also well to po 
any manufacturer will find it 
locate three other dealers to 
same high-quality job. 

In suggesting such franchi 
provements, it is our hope 
for the appliance-radio dealer 
entire appliance-radio industry 
er respect for our industry 
respect is already enjoyed by ot 
dustries. ‘The automobile 
affords a good example. In 
such as my hometown—Racin 
consin—for instance, there 
Buick dealer and one Chevro 
er. ‘These automobile deal« 
identified themselves with the 
they handle and have built up 
in our community as experts f 
lines. However, in the applia 
dustry, there are today so mai 
ers selling individual lines of 
ucts, few if any can do an 
creditable job of building pub 
fidence. 

We believe that what he 
dealer also helps the manufactu 
the distributor. Following 
franchise improvement provisi 
veloped by my Committee: 


Provisions for Franchi: 
Improvement 


1. The Company and Dealer 1 
convenant and agree that this Fi 
Agreement shall be binding upon 
them in all its particulars. If eit! 
ty shall willfully violate any of the 
ants herein or any of the duties 1 
upon it by this agreement, such 
violation shall entitle the other | 
terminate this agreement, provide 
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the pat 
cause S 
ty at Ic 
f the 
more 
yritten 


ing the 
tects in 
Ccorrectic 


nchised 
uid sale 
the products so sold 
ler discovers the sale. 


desiring to terminate for such 
ll have given the offending par- 
t thirty (30) days’ written notice 
anchise has been in force not 
n two (2) years, sixty (60) days’ 
iotice if the franchise has been 
from two (2) to three (3) years, 
10) days’ written notice if the 
has been in force three (3) to 
ears, and six (6) months’ writ 
e if the franchise has been in 
re than five (5) years. Such 
otice shall specify the particulars 
it is claimed there has been a 

If, at the end of such time 
notified has not remedied the 
complaint, then the termination 
greement shall be deemed com 


bligations of Company 


Company agrees that it will not 
consignment or in any manner 
f the products enumerated here 
person or agent unless said per 


gent shall have applied for and 


ed a Retail Franchise; nor shall 
1 consignment or in any manner 
1 products to any franchised 
r resale in other areas than the 
hich the said Dealer is franchised 
under the terms its Franchise 
If any sale of said products 
the Company to any person or 


iich is not so franchised or to any 


1! Dealer for resale outside the 
hich the latter is franchised to 
the Company shall pay to the 
Dealer in the area in 
occurs the full mark 
when the 


Company agrees that it will 
any franchise to any Dealer 
1 Dealer shall maintain an ade 
ice department or, in lieu there 
have contracted with outside 
furnish the necessary I 
n the franchised area. 


SCTVICC 


Dealer agrees to carry on hand 
s a reasonable stock of replace 
for the product enumerated 
measured by the volume of 
insacted. 
ympany, on its part, agrees to 
hand at all times a_ sufficient 
eplacement parts to meet the 
its of the duly franchised Deal 
rs in the franchised area. 


Dealer will provide facilities 
ing service on products sold 
ld from outside the franchised 
the area and will assume all 
ties for carrying out the manu 
guarantee or warranty thereon 
untaining such product in good 
condition as judged by the 
f the Company. The Dealer 
tigate all requests under the 
er’s guarantees for free replace 
which appear in any way to 
il, with a view to (1) avoid 
of manufacturer’s guarantees 
iler’ss customers, and (2) advis- 
ompany of any abnormal de- 
e products which may require 
in manufacture. The Dealer 


will not order any free replacement parts 
under manufacturer’s guarantee which it 
is not satisfied are proper under the guar 
antees. 

Since the servicing of any products 
other than small appliances, fans, va 
cuum cleaners, electric bed coverings and 
milk coolers) sold by the Dealer outside 
the franchised area will of necessity have 
to be provided for by the Company, and 
since the suggested retail price therefor 
includes provision for the cost of such 
servicing during the period of the guaran 
tee, the Dealer will pay to the Company, 
in respect of any such products (other 
than small appliances, fans, vacuum clean 
ers, electric bed coverings, and milk cool 
ers) sold by it outside the franchised area, 
an amount equal to fifteen per cent 
(15%) of the retail price of 
such 


suggested 


servicing 


6. The Company agrees to furnish to 
the Dealer at ninety (90) days’ 
notice prior to the announcement of any 
of the following: (a) New models of the 
enumerated products; (b) Price changes 
relating to either old or new models of 
the enumerated products; and the Com 
pany further agrees to give to the Deal 
er a reasonable opportunity to purchase 
factory overstock and to credit the Deal 
er for the stock of the enumerated prod 
ucts held by the Dealer at the time the 
price change goes into effect or the new 
delivery. 


least 


models are ready for 


Dealer Helps 


the Company agrees that it will 
maintain a program of supervision and 
instruction for the benefit of the Dealer 
for the purpose of advising, assisting, and 
instructing the Dealer in the use of the 
effective merchandising technique, 
advertising, and advertising which 
are acceptable to the Dealer. 


most 
aids, 


8. The Dealer agrees that it will pu 
chase and carry on hand at all times an 
adequate display of stock of the products 
enumerated herein, as measured by the 
customary trade of the said Dealer, if 
such merchandise is available, but the 
Dealer can only buy the type of products 
enumerated in the franchise. 


Termination of Contract 

9. The Dealer agrees that, in the event 
of the cancellation or termination of this 
Franchise Agreement or in the event that 
said Dealer for any 
business, the Company shall have, for a 
period of fifteen (15) davs from and aft 
er the date of said cancellation, termina 
tion, or cessation of business, the option 
to repurchase any or all of the new, used, 
or repossessed models of the enumerated 
products owned by the Dealer on that 
date at the prices currently prevailing for 
such produces. The Dealer agrees not to 
sell or offer for sale, except at regular 
retail prices, any of the enumerated 
products to anyone else during such op 
tion period without written permission of 
the Company and, if requested by the 
Company, to assemble at the Dealer’s 
place of business all the models of the 
enumerated products owned by him on 
that date. 


reason ceases to do 
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Learning to 
Sell Again 


(Continued from page 43) 


tra salesmanship” which again put 
the owner prominently on the busi- 
ness map after that destructive fire. 

Gillespie likes telephone salesman- 
ship. Soon he will install a special 
telephone, to be used only for sell- 
ing, with a girl in charge who will 
spend most of her time calling pros- 
pects. At the present time an elec- 
trical survey is being planned. The 
Kriss Kross telephone directory will 
be used and all leads will be turned 
the four outside salesmen. 

Many of the best contacts de- 
veloped by the outside men are 
through real estate dealers who give 
them the names of people buying 
newly constructed homes. Nearly al- 
ways these people are young couples 
who do not have appliances. 

Some of the best sales are made 
to people buying units of large hous- 
ing projects. Often these houses are 
sold before being completed. When 
the Gillespie salesman is aware of 
such a name he gets busy immediate- 
lv, and is nearly always the first ap- 
pliance salesman to contact the own- 


over to 


Cl. 

Fach time an appliance is sold 
the buyer is asked to give the name 
of a prospect. Often that single sale 
results ultimately in three or four ad- 
ditional sales. 

All of th's is true and tried sales- 
manship, done by other dealers in 
the past. But it works. It has giv- 
en the Gillespie Appliance Company 
quick volume in a time of great need. 
It is supplying that valuable backlog 
of prospects that will be worked as 
fast as be received 
into the store. 

While emphasis is placed on major 
appliances, small appliances are not 
neglected. Lamps, irons, vacuum 
cleaners, small table appliances and 
others are shown where they can be 


merchandise can 


seen. 

The attractive display window has 
no backdrop, and displays are ar 
ranged so that the entire store can 
be viewed at night, when it is bril- 
liantly lighted. 

Gillespie never misses a chance to 
connect with national advertising. A 
typical promotion is to cut a full-page 
advertisement from some prominent 
magazine, mount it attractively, and 
place it on the appliance featured. 

This is a typical Gillespie extra 
sales effort—the sort that defies com- 
petition and even current scarcities. 
Such efforts build good will and 
make the customer loyal to the deal- 
er, so that future volume is assured. 
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Baton Rouge, La. 
THE oLp merchandising axiom, 
“Give people an opportunity to tn 
out an item, and they'll be glad to 
buy it,” is being effectively employed 
by the Jordan Home Appliance Com 
pany, Baton Rouge, Louisiana, in 
building up a record sales volume of 
sit-down ironers. 

The Jordan company, like many 
other appliance dealerships, has tried 
to stimulate the sale of home ironers 
with frequent demonstrations on the 
store sales floor, ample newspaper ad 
vertising, and even a few outside dem 
onstrations in_ prospects’ homes. It 
was discovered, however, that indi 
vidual demonstrations of this kind arc 
difficult to stage, frequently are ven 
costly, and do not reach enough peo 
ple at a time. 

Early this year, however, Jordan 
Home Appliance Company decided to 
try out a moderately rental 
plan for sit-down Hous: 
wives, after experimentng with thc 
machine at theit 
satisfied with its performance, go a 
head and buy it. The amount paid 
in rental fees would be credited toward 
the sale price. 
tvpe of approach is aimed at getting 
the ironer into the consumer’s home,” 
it was pointed out. “Once it is there, 
fhe chances are that the 
will quickly recognize how much 
time and labor is saved through the 
use of this more modern appliance, 
and the sale will come much morc 
easily.” 

To bring this service to the public’s 
attention, the Jordan company has 
been running an eye-catching adver 
tisement for the last three months in 
a local newspaper. It reads as follows: 

“Notice! 
Rouge housewives . an ironer serv 
ice to rent—a home ironer. For us¢ 
in your home by the weck.”’ 

A small copv block below a cut 
of the popular ironer carried in stock 
explains some of its outstanding fea 
tures, and closes with the notation 
that the housewife could obtain com- 
plete information by merely calling 
a telephone number printed at the 
bottom. “We didn’t mention the 
name of the store,”’ a spokesman said, 
“because we wanted to find how the 


priced 


1rOners. 


leisure, could, if 


“The angle in this 


prospect 


A new scrvice for Baton 
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builds 


appliance 


4 





gales 





newspaper ad pulled. Every telephone 


call which came in 
mation about renting 


directly to the 


requesting 1nfo1 
1WOnecrTsS, Wwe 
credited newspaper 
ad.” 

Sit-down ironers are rented out at 


} 
being 


$2.50 per week, the customer 
required to put up a deposit and pay 
a week’s rent in advance Chis per 
mits a two-week period for the cus 
tomer to familiarize herself with the 
machine, after which time a specialty 
salesman from the Jordan company 
calls to attempt to close the sale. 
“If the customer is not quite sure 
that the appliance 
she is welcome to rent 


is what she wants, 
it for another 
week, and even longer if necessary,” 
it was explained. “Eventually, she is 
informed that if she cares to purchase 
the product she will be credited with 
the amount that she has already paid 
out in rental. If not, she may add 
to her past expenses enough to make 
up a $10 deposit, with all future pay 
ments for the ironer at the same rate 
as the rental charge — or $2.50 a 
week.” 

This idea has produced a miracul 
ous change in sit-down ironer turn 
over at the Baton Rouge store. ‘Two 
units were sold the first week the 
plan went into effect, and the entire 
stock on hand was rented out in the 
space of 7 days. Surprisingly enough, 
there is also a long waiting list 
which has been compiled from tele- 

(Continued on page 47) 


Birmingham 


SALES ON HOME FREEZERS 
Maytag Sales & Service Co 
Birmingham, Alabama, are 1 
to have increased enormousl| 
result of a rental plan where 
prospective customer :s perm) 
rent the freezer for a period 
60 or 90 days, at a rental of 
month. 

“It is a plan to convince tl 
cal, who hesitate to invest as 


as several hundreds of dolla 


untried appliance as expens} 
home freezer,” stated W1 

Gaines, sales manager. “The 
in this area have been almost u 
able. In fact, on the strength 
plan, which we launched Ma 
we have had to employ tv 


} 


salesmen. <A rental contract 
with the lessee whose credit 
must be good enough so 
financially able to buy 
ZCT. 

“The renta 
best way of really gett 


| plan 
customer the messagc 
treezer—its myriad us 
performance as 
convenience.” 

As a tie-in with 
drive, two models 
window display. 
optional 
table leaf while the other, wh 


ymplet 


ASCCSSOTN 


operation, contains 
en dinner. 

Extensive advertising is usc 
local papers featuring hom« 
and the rental plan. Among 
vantages featured wer« on 
food buying, time saving im 
ing lunches, and better use of 
produce. 

“We have just received a 
shipment of home freezers 
gardless of what the futur 
consider it an excellent invest 
Mr. Gaines 
strikes or war the freeze 
doubly valuable by preservin 
and garden produce, while ret 
unnecessary the bother and 
tainty of canning.” 

F. G. Vinyard is owner of \ 
Sales & Service Company and 
ciated in the business with In 
Paul and Bub. 


commented. 


ELECTRICAL SOUTH for AUGUST, 





Rent:l Plan 
For roners 


ontinued from page 46) 


requests, and as soon as an 


is turned in by the customer, 
1 was to rush it out to one 


other prospects. However, 
man who has rented an iron 
te has decided to buy it, ac 
to the Baton Rouge firm. C. 
in, head of the company, has 
large back order for addi 

mers, and plans to rent out 
» as rapidly as it is received. 
rental idea is full of advan 
was stated. ‘““Most women 

iat by paying $2.50 for a 
vout, they can easily get out 
in $2.50 worth of ironing— 
efore, they are incurring no 
xperimentng with the appli 
\s soon as they compare it 
ordinary hand-iron, the 

l on its wav to being made.” 


Incentive Sales Plan 
Moves Slow Sellers 


.ous bonuses for sale of met 
vhich has failed to respond 
tvpes of promotion and has 
on his shelves too long has 
Witt Marion, owner of Ma 
ting Goods & Electric Suppl 
ipelo, Mississippi, to success 
juidate slow-moving — stock 
lrastic profit reductions 

times each year Mr. Marion 
it a group of electrical items 


re which have 


ror one reason o% 


“served their 
anoth 
not appealed to customers 
an dispose of these white 
advertising 
ev-losing sales, Marion as 


through costly 
cial bonus to cach of these 
| any salesperson selling one 
e a cash award in addition 
lary. 
of the bonus is governed 
t price of the merchandis« 
loes not necessarily repres 
entage commission, since 
ses amount to twenty and 
cent of the selling price 
rs are set at less than ten 
Marion has no definite 
hguring bonuses but deter 
m primarily by how rapidly 
to dispose of the item. Mei 
hat is particularly difficult 
which requires an unusual- 
1ount of space will carry a 
us than goods which move 
nally. 
does not limit the number 
one salesman may win but 
illow awards on returned 


goods and does not present bonuses 
on credit sales until they have been 
paid for. Salesmen are, of course, 
not permitted to make any special 
offers without his express permission. 

Bonuses are offered chiefly on large 
and high priced items such as lamps, 
radios, record players, kitchenwares, 
labor-savers, grills, roasters, and simi- 
lar electrical merchandise. 

Fans, hot plates, soldering irons or 
electric heating pads would permit 
such a small remuneration that sales 
men would not be encouraged to pro- 
mote them. 

Mr. Marion does not offer a bonus 
on any merchandise that is in compe- 
tition with other items he is trying 
to promote that do not carry a bonus. 
He will not, for example, place a 
bonus on a table model radio if he is 
currently pushing a similar model of 
a different make. He will never use 
the bonus system as a means of liqui- 
dating damaged merchandise. 

Bonuses range from $1 to $5. ‘Thus 
a sales person who really exerts him 
sclf may earn up to $25 extra within a 
single week or possibly $15 extra in 
In addition to salaries all 
sales persons receive a ten per cent 


one day. 


commission on personal sales. 
Marion reports that he has found 
the bonus system considerably more 
cffective than price reductions and 
special sales for moving merchandise 
in addition to being a money-saver. 
is apt to be skeptical of 
offered at very low 


Phe public 
merchandise 
| 


he has learned, fearing it is 


Sales must be 


prices, 
inferior or off-brand. 
idvertised, which results in additional 
individual 
Special window and 


expenditure and reduces 
prohit on items. 
counter displays must be built to back 
up the sales and these require addi 
tional time to create. Extra clerks 
mav be needed to handle customers. 
Even a small sale, he has found, will 
have a demoralizing effect on store 
routine. 

Sales made through the bonus svs 
tem require no special preparation. 
The extra sales cffort is good train 
ing for the salesman and will fit him 
better for the job of real 
must tackle when the present demand 


selling he 


for clectrical merchandise begins to 
slow up. 


Incentive Plan Popular 


Store personnel has responded en 
thusiastically to the incentive plan 
and made a definite effort to step up 
their sales on slow-moving merchan- 
dise. As a result, Marion was able to 
dispose of nearly all unpopular 
items this season and effect an almost 
100 per cent merchandise turnover. 
As a special inducement, Marion us- 
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ually offers a series of bonuses during 
the latter part of October or early No- 
vember so that employees may have 
an opportunity to earn a little Christ- 
mas money. 


Service Meets 
The Publie 


(Continued from page 42) 


Back of the “‘out-in-the-open” re- 
pair department is a brand-new paint 
shop. Equipped with galvanized 
metal walls, spun glass filters, ex- 


haust fans, and safety lighting, th’s 
is now being used to re-spray the 
finish of all white goods, painted sur- 
faces, etc., and this, too, is open for 
customers’ inspection if they wish. 


[he volume of appliances passing 
through the shop goes well into the 
hundreds per week, according to Mr. 
Johnston, with almost all of the ap- 
pliances actually brought in by custo 
mers themselves. “Scores of women 
who have never seen the inside of 
any type of small electrical appliance, 
stand at the counter and watch their 
toasters, grilles, and fans broken down 
into component parts, and repaired,” 
Mr. Johnston said. “Of course, we 
don’t encourage them to lounge all 
dav in the store, but we are quite 
willing to explain the details of re 
pair work, and point out how care- 
fully it is done.’ 


Use of Showmanship 


For extra showmanship all of the 
refrigerators and ranges which Wal 
lace-Johnston Company accepts in 
trade on the sale of new appliances 
are repaired right there in the shop, 
given a thorough clectrical and refrig 
crant test, and then shuttled back to 
the paint shop for _ refinishing. 
“Ninety five per cent of our major 
appliance repair work is done right in 
the customer’s home by a staff of 8 
appliance mechanics,” Mr. Johnston 
reported. ‘We are just as careful in 
outside work, to make certain that 
employees are neatly uniformed, 
properly courteous. and make as ex- 
cellent a job of the repair work as 
possible.” Outs'de work is charged 
for at $3 per hour, plus parts, slightly 
higher than the prevailing southern 
rate, but well justified by the extra 
Wallace-Johnston 


pains which the 


Company takes. 

The fact that service volume ha 
grown continuously at this Memphis 
store, while it is being reduced in 
other parts of the country is elaborate 
testimonial as to how effective this 
“opening up” program has been. 


47 





Problem No. 801 


Question: A great many farmers in 
our area are serving a water pump 
motor through the ma‘n service en 
trance equipment, and if the motor 
is to operate on 115 volts, thev will 
have a single wire run to the motor, 
grounding from the neutral lug in the 
service entrance switch to the wate1 
pipe at the house and again to the 
water pipe at the pump itsclf, the 
water p!pe serving as a return. I feel 
sure ths does not meet Code require 
ments, but I cannot find the section 
prohibiting it—W. M. B 

Answer: ‘The Code only treats ap 
proved wiring systems. ‘The use of 
water pipes, grounded conduit, or 
other raceways as a neutral is a type 
of wiring system not approved by the 
Code, and, therefore, is not mention 
ed. Section 1109 provides that con 
ductors shall be of copper unless 
otherwise provided in the Code.—N. 
FE. Cannady. 


Problem No. 802 


Question: Docs Section 2534 pro 
hibit bringing mcetal-clad cables ot 
conduits closer than 6 fect to light 
ning rod conducfors, when the cables 
or conduits are within the building 
and separated by a wall or roof from 
the lightning rod conductor (which 
is almost always on the outside of the 
building)? 

Would it be a violation to place a 
convenience outlet in the baseboard 
directly opposite a lightning rod run 
ning down the outside of the wali? 
The metal-clad cable would be about 
7 or § inches from the rod, but sep 
arated by the weatherboarding and 
storm sheathing. 

The roofs of some buildings are so 
constructed that a rod running along 
the ridge would be closer than 6 feet 
to metal-clad cables in attic under the 
roof. Would the running of such 
cables violate this section?—G. T. D., 
Raleigh, N. C. 

Answer: Your question concern 
ing the arbitrary 6-foot spacing of 
metal enclosures from lightning rod 
conductors has not, as far as I am 
aware, been considered as a manda- 
tory rule. The modification clause, 
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“wherever practical’ seems to be 
taken as evidence per se that the scc- 
tion may be ignored. 

Inspectors who specialize in mak- 
ing investigations of lightning dam- 
age know that an electrified object 
such as a building may have potential 
differences between any number of 
metal objects in the building; even the 
nails in a frame building are charged 
when a storm cloud passes over the 
building. ‘Theoretically, it would be 
a good idea to bond the pots in the 
kitchen cabinet. As a_ precaution, 
any metal in a building that can be 
interconnected with the lightning rod 
system should be so connected. 

[ should imagine that the 6-foot 
spacing was thought far cnough to 
climinate the possibility of — sidé 
flashes between two well carthed con 
ductors. We should realize that po 
tentials high enough to discharge half 
a mile or more between a cloud and 
a charged object on the earth cannot 
be controlled and the damage pre 
dicted when the object that is charged 
loses its charge. 

It was evidently assumed that the 
lightning rods would safely — take 
care of the discharge. In_ reference 
to your remarks concerning weather 
board separation between the rod and 
the metal enclosure, we may as well 
forget the weatherboards; as stated 
previously, a lightning discharge punc 
tures woodwork on a building about 
as freely as it discharges through air. 
I have seen cases where the grounded 
(neutral) of a nonmetal 

installation were com 


conductors 
clad wiring 


A series of Questions and 
Answers on the National 
Electrical Code will appear 
as a regular feature in 
forthcoming issues of this 
publication. 

Readers are invited to 
send in Code problems and 
questions upon which they 
would like to have expert 
opinion. 

Discussion from readers 
on any of the questions 
published will be welcome. 


pletely vaporized by the mom« 
heavy currents in a_ lightning 
charge. ‘The best practice wou 
to bond all piping, vents, gutters 
to a standard lightning rod syst 
It would be a bold prophet 
would predict that a 6-foot sepa 
would prevent a discharge betw 
piece of conduit and the lig! 
rods. A building with standard 
ning rod protection is 99% pro 
against lightning discharges 
would matcrially damage the bu 
The story of protection is too | 
into details at this time. 


oO 
£0 


can get some real first hand inf 
tion from Underwriters’ Labora 
Inc.—George Welman. 


Problem No. 803 


Question: What is the si 
conductor permitted for a hoi 
range? 

Answer: Not smaller than 
for ranges of 8-3/4 Kw. o1 
No. 14 for other loads; No 
the kitchen receptacle circuit 
neutral conductor may be 70 pi 
of the circuit capacity ‘f not 
than No. 10. Section 212] 
Brooks. 


Problem No. 804 


Question: May taps be 
than the circuit wires? 

Answer: Yes. No. 12 on 
peres circuits and No. 14 on 
circuits may be extended to: 
dividual lampholders or fixtur 
not over 18 inches long to in¢ 
outlets, or (c) taps to i 
lamp industrial heating app 
Taps may not be of less ¢ 
than the load to be served. 


2121.—J. D. Brooks. 


\ 


Questicn: What  determin¢ 
maximum fuse size permissi! 
branch circuits? 

Answer: It should not exce 
carrving capacity of the condu 
the circuit; and if the circuit st 
a single appliance of 10-amp« 
more rating, it shall not excec 
per cent of the rating of the 
ance. Section 2122.—J. D. § 
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Pulling through conduit, handling and stringing are 
easier with insulated wire and cable made with Alcoa 
k.C.* Aluminum Conductor. A 500,000 em. insulated 
aluminum cable, for example, is less than half the weight 
of an identical copper cable. 

You see the savings of aluminum wire even before it’s 
installed. Cable costs are lower. Shipping and handling 
costs are less. Those savings add up to far lower 
cost installation. 

Alcoa supplies light, strong. conductive E.C. Alumi- 
num to leading wire manufacturers. They draw. strand, 
insulate, and sell it under their own trade marks. You 
can see for yourself how much you'll save on the next 
job when you figure it in aluminum. ALUMINUM COMPANY 
or America, 2164 Gulf Building, Pittsburgh 19, Penna. 


*E.C.: Electrical Conductor Aluminum 


YOUR SUPPLIER HAS IT! 








Insulated and sold by leading wire manufacturers ALCOA @ ALU RAI By WPA 


FOR ELECTRIC WIRE AND CABLE 
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“Please, Gleason-- we have a much more subtle 
way of selling out-of-town customers!” 
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“With certain extra precautions I'm 
allowed to smoke in the house now” 
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Recent View Of Continuous Wire Drawing Department 


Serving the South’s 
Electric Systems 
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Southern Electrical Corporation now of- 


<. Stages eens jiaty sre pte ahass 
pints HG ig 


With the Finest 
in Electrical 
Conductor for 
Transmission 
city in the South, Southern Electrical and Distribution 


Corporation features new equipment and 


fers electric utilities in the South a new 
source of copper and aluminum conductor. 


With the only conductor production capa- 











complete lines of both types up to size 4/0. 








SOUTHERN ELECTRICAL CORPORATION 


Vanufacturers of Copper and Aluminum Wire and Calde 
P.O. BOX 989 Telephone 7-3325 CHATTANOOGA, TENN. 








Exchange Committee 
Chairman Appointed 


ORGANIZATION of the committees 
and activities of the ~ Southeastern 
Electric Exchange for the administra 
tive year 1948-1949, and rf 
forthcoming committee 
have been announced by J. E. S. 
Thorpe, president of the Exchange. 

Heading the Engineering and Op 
erations Section will be E. W. Robin 
son, vice-president, Alabama Power 
Company, Birmingham. This section 
will include three committees: a Dis 
tribution Committee headed by W. 
R. Doar, superintendent of distribu 
tion, Carolina Power & Light Com 
pany; the Production 
headed by R. L. Harris, superintend 
ent of production, Alabama Power 
Company; and the Transmission 
Large Substations Committee head¢ 
by S. L. Muths, operating mana.er, 
\iss:ssippi Power Company. 

Les. M. Taylor, 
\Mssissippi Power & Light Company, 
Jackson, has been appointed chair- 
man of the Sales Section. ‘The sub- 
committees of this section and their 
Advertising Commit 


dates 


meetings, 


vice-president, 


chairmen are: 
tec, R. H. Knox, manager, advertising 


ham Fle: 


& sales promotion, Birming 
tric Company; Agricultural Develop 
mcnt Committee, Percy Miley, com 


South 


Power Company; Commercial Sal-s 


Manager, Caroliny 


Mmecrecidl 


E. W. Robinson 


Commi'tiee 


Shenk, director, 
Division, 


Committee, W. B. 
Commercial Development 
Florida Power Corporation; Industrial 
Committee, J. Mason Guil 


Power 


J. E. S. Thorpe 


lorv, manager, Industrial and Com 
mercial Div'sion, New Orleans Public 
Service, Inc.; and Residential and Ru 
ral Sales, W. B. Farnsworth, man 
ager, Merchandise Div’sion, Georgia 
Power Company. 
lr. A. Busby, vic 


Carolina Power Company, has been 


e-pres dent, South 


| 


selected to head the Personnel Ad- 
ministration Section. 
The Power Co-ordination Comm:t 


tce, and the Power Supply Sub-Com 


Les M. Taylor 


~ 


r 


a4 


A, 


‘ eacng 
SG 2 


mittee, will be headed, res} 
by H. J. Scholz, vice-preside1 
monwealth Southern Co 
end George A. Grimm, 
ident, Florida Power Corpor 
A. E. Elliott, 
Power & Light Company, 


ot the 


rCasur§er, 


appointed chairman 
ing Section. 

Heading the Heat Pump 
Committee is Wells M. Star 
president, Alabama Power ( 

Among the Exchange 
scheduled for fall of 1948 is 
neering and Operations Sect: 
ing to be held at the Vand 
tel, Asheville, North Caro 
tember 16 and. 17 

(he Annual Sales Conf 
the Sales Section will be he 
Atlanta Biltmore Hotel, At 
vember 16 and 17 

"he Accounting Section 
at the Sir MWWalter Hotel, 
North Carolina, October 


Southern Wholesale Guzins 
Above National Avera: 


SALES of electrical goods 
ers of the South Atlant 

ed 5 per cent in Mat 

the same month last vear, 
in the East South Centra 
1] per cent in the West S$ 
tral, according to C. Park 
regional director of the | 
ment of Commerce in At 
the nation as a whole, a * 
increase was reflected. 

Bureau of the Census 
showed, Mr. Persons. said, 
the first five months of 
creases of 17 per cent in 
Atlantic, 27 per cent in 
South Central, and 29 px 
the West South Central 
registered compared with 
period last year, and that 
cent gain was shown fo1 
States. 

A somewhat different p! 
revealed for May compared 
of this vear, however, losses 
cent in the South Atlantic, 
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are small—but Oo WMV ORTANT 


The starters in your fluorescent fixtures are small in size, but lamp life, 


starter life and overall maintenance costs depend on their 


efficient operation. 


Certified Starters assure satisfactory performance because they’re made 
to exacting specifications. And Electrical Testing Laboratories, Inc., an 


independent judge, tests and certifies that they conform. 


You'll like the way Certified Starters give satisfaction—appreciate 


the less frequent lamp and starter replacements. 


@ To be sure you get Certified Starters, look for the 


Certified shield on the case and on each starter, 


~-~ Address nauiries fo any of the fo owing manufacturers of 


Certified Starters 


he Arrow-Hart and Hegeman Co., Hartford, Conn. Instant Glow Starter Corporation, New York, N. Y. 
1¢ Bryant Electric Co., Bridgeport, Conn. Kuthe Laboratories, Inc., Newark, N. J. 

ura Electric Lamp Co., Newark, N. J. The Lloyd Products Co., Providence, R. I. 

veneral Electric Co., Bridgeport, Conn. Pass & Seymour Co., Syracuse, N. Y. 

arvey Hubbell, Inc., Bridgeport, Conn. Sheldon Electric Co., Irvington, N. J. 
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in the East South Central, and 15 
per cent in the West South Central 
section developing. For the nation, 
an 8 ner cent decrease was indicated. 

Here is how the sales pendulum 
swung for the various classes of elec- 
trical wholesalers in the three regions 
during the three periods reviewed: 

Full-line wholesalers, increases of 
4 per cent in the South Atlantic, 11 
per cent in the East South Central, 
and 17 per cent in the West South 
Central area in May 1948 compared 
with May 1947; increases of 19, 29 
and 35 per cent, respectively in the 
five-month period of January to May 
1948 over the same period last vear; 
and decreases of 62, 21 and 42 per 
ceni, respectively, in Mav 1948 com- 
pared with April 1948. 

Wiring supplies and construction 
materials distributors, decreases of 4 
per cent in the South Atlantic, 14 
per cent in the East South Central, 
and 10 per cent in the West South 
Central in May 1948 compared with 
May 1947; increases of 11 per cent, 
24 per cent and 6 per cent, respec- 
tively, in the five-month period of 
January to May 1948 compared with 
the same period last vear; and de 
creases of 2, 17 and per cent re- 
spectively, in May 1948 compared 
with April 1948. 

Appliances and specialties whole 
salers, an increase of 20 per cent in 
the South Atlantic area in Mav 1948 
compared with May 1947, and a de- 
crease of 9 per cent in the combined 
East and West South Central areas: 
increases of 9 per cent and 3 per 
cent, respectively, for the first five 
months of 1948 compared with 1947; 
and an increase of 3 per cent for the 
combined East and West South Cen- 
tral areas in May 1948 compared with 
April 1948, with no change register- 
ed for the South Atlantic region. 


Carolina Distributor 
Introduces Refrigerator 


AN ELECTRIC domestic refrigerator 
built in a 10.2 cubic foot size w'th 
16% square feet of shelf area, has 
been introduced by L. W. Driscoll, 
Inc., North Carolina home appliance 
distributor. Known as the Dris- 
Cold, the refrigerator is being offer- 
ed to dealers and distributors in the 
Southeast. 

Plans for the appointment of deal- 
ers in the southeastern states are be- 
ing formulated at the Driscoll offices 
in Raleigh and Charlotte. At pres- 
ent the Dris-Cold is being produced 
at the rate of 300 per week, but pro- 
duction is expected to increase rapid- 


ly. 
54 


Outside measurements of the mod- 
el are 58 inches high, 30 inches wide, 
and 29% inches deep. On the in- 
side it measures 35 inches by 24 by 
21, with 16.5 square feet of storage 
space. Shelves are spaced from the 
bottom 5% inches apart, with 14 
inches of space above the top shelf 
for high bottle clearance. 

The refrigerator has a sealed me- 
chanism using Freon 12 as a refriger- 
ant; a single sheet steel cabinet; Fib- 
erglass insulation; four ice cube trays, 


The New “Dris-Cold” 


glass defrosting trav, tilting vegetable 
bin of 1.6 cubic feet capacity, and 
automatic light. 

The model carries a one vear war 
ranty and in addition there is avail 
able a five-vear parts protection plan 
at a cost of $5. 

The new refrigerator 
after Mr. Driscoll had made a survey 
of the household refrigeration mat 
ket; a study which convinced him of 
need for a_ reasonably 
priced refrigerator, large enough to 
provide for the storage of ample 
quantities of food. ‘The new unit is 
especially suited to rural families. 


was designed 


the present 


Selling Emphasized 
At NERA Conference 


many 


In spire of the problems 
currently facing the electrical indus- 
try, business will be good for appli- 
ance-radio dealers during the next six 
months if they concentrate on selling 
and salesmanship. That was the 
opinion expressed by retailers, manu- 
facturers and utilities at the two- 
day Mid-Year Leadership Conference 
of the National Electrical Retailers 


Assoc ation held in Chicago, } 
and 13. 

The sessions were attended 
proximately 100 dealers — fr 
states and § representatives 
Canadian Association of Radi 
pliance Dealers. Forty man 
ers were present at the ay 
manufacturer-dealer luncheon 
nel discussion. Representat 
ten leading radio and _ te 
manufacturing firms were gi 
the July 13 luncheon mecti 

Speakers at the Monday | 
were H. M. Kelley, applian 
manager, Frigidaire, and W 
O’Brien general sales manage! 
master Products Division, 
Electric Company. H. C. 
vice-president and __ sales 
Zenith Radio Corp., addres 
Tuesday luncheon session. 

It was stated at the A 
Manufacturer-Dealer Panel tl 
shortages are still a major 
manufacturers. However, :t 
general opinion of those 
the panel that the Marshall | 
not have any serious effect o1 
pliance business as a who 
manufacturers stated the bc 
in spite of slow deliveries 
items, such as_ refrigerators, 
tailer can still have a good \ 
sells what he can get. 

In reply to the NERA g 
quest that service schools b« 
to the dealer, instead of as 
dealer to send servicemen ti 
tory, one manufacturer noted 
company was trying to mak 
ing as easy as possible for th 
and wherever possible, he is 
the same training techniqu 
icemen training as practiced 
training. 

Julius Kovach, chairmai 
NERA Committee on I 
and owner of the Paramou 
Housekeeping Shop, Racine, 
sin, presented to the appliai 
facturers panel discussion 
sions retailers in the 
would like to see in thei 
On this subject no conclus 
reached, although conside1 
ment was made by both m 
ers and dealers. 

Several manufacturers we! 
op‘nion that “it is not wha 
ten that gives the franchis¢ 
t is the snirit existing betwe 
facturer, distributor and dea 

Speaking at the Tuesday 
closed session of dealers, J. » 
executive director of the FM 
Association, made the predic 
within thirty days dealers 
offered an FM set priced t 
less than $30. He also fore 


t 
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a ‘ . MURRAY 
i Fan *_ a ATTIC FANS 


that does its work 


in a Whisper” Now, during the hot-weather months, is the 


time to sell Murray Attic Fans. Every new 
building job or remodeling job is a good 


prospect for Murray Attic Fans. And you 


[war] 
AT 


poe 
sme \ SERVICE 
wa 


profit more by selling Murray Attic Fans. 
Murray Attic Fans are easy to install, are 


—— a ea manufactured in four sizes to meet all needs. 
) can increase your profits with advertising in your 
al paper directing customers to your store. Write 
free mats and other Murray Sales Increasers. 


THE MURRAY COMPANY 


ATLANTA, GEORGIA DALLAS, TEXAS 











M°GILL vaporProor LAMP GUARDS... 
TAKE PROTECTED LIGHT ANYWHERE 





Be sure of complete safety from fire and other disaster caused by a spark, heat or breakage 
of light bulbs with a McGILL Vaporproof Portable Guard. 

Models designed for particular uses include such important features as brass or. fibre 
cages, unbreakable moulded bakelite handles, heat and impact resistant globes. Completely 
air tight and waterproof. 

Over a hundred other McGILL Lamp and Wall Guards available. Each built for a 
specific requirement of industry. They insure safe, convenient light anywhere it is needed 

. thereby increasing production. 

*No. 3005 Vaporproof Guard has a heavy brass wire cage with sealed Insurok hardle 
and air and moisture proof globe that is heat and impact resistant. Lamp size — 100 W. 


No. 8000-SR with No. 4675 uses 
McGILL_ Adaptable No-Rol zinc polished wood han- pangs ee a 
La Ch : : ~ ~ for protection of bulbs 
mp angers stop plated wire cage. dles with LEVOLIER* exposed to theft and 
lamp changing _ haz- Wood handle with Switch. Cage of zinc damage. Lamp size — 

ards. Safety insulated. LEVOLIE R* plated heavy. steel 100 W. 

"TM Convenient to use. Switch. Lamp size wire. Lamp size — 5 

ae — 40-100W. 25-100 W. 





Send today for 


MG 
Gl LL MANUFACTURING CO., INC. McGILL Catalog 


Electrical Division No. 43 
650 =. Campbell St., Valparaiso, Indiana 
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portable FM sets would be on the 
market by Christmas, and FM auto- 
mobile sets would be available by 
spring. 

Elected additional members of the 
NERA Board of Directors during the 
Leadership Conference were: E. O. 
Kuehn, Belleville, Ill.; Vergal Bour- 
land, Ft. Worth, Texas; C. M. 
Davidson, Miami, Fla.; P. S. Urner, 
Bakersfield, Calif.; James Lee Prvor, 
Wilmington, Del.; and Ron Garlock, 
Lansing, Michigan. 


Southern Section, [AEI 
Will Hold 4-Day Meeting 


PLANS are progressing rapidly for 
the annual meeting of the Southern 
Section, International Association of 
Electrical Inspectors, at Jackson, 
Miss., according to a report from A. 
M. Miller, secretary. The program 
will extend over a four-day period, 
October 18 to 21. A large part of 
the program time will be devoted to 


Code \ panel of Cod¢ 


discussion. 


experts, headed by B. Z. Segall, will 
be on hand to answer questions 


An interesting program of ente! 
tainment features has been prepared 
under the leadership of ‘I’. W. Samp 
son, chairman of the convention 
committee. 


Those planning to attend the mect 


ing are urged to make their hotel re- 
servations as quickly as possible. The 
headquarters for the meeting will be 
the Heidelberg Hotel, but other ho- 
tels conveniently located are the Wal- 
thall, Robert E. Lee, and Edwards 
Hotels. 

Single rooms are available at $3.00 
to $4.50, and double rooms at $4.40 
to $8.00. 

Aside from the interesting program 
that has been arranged, there are 
many other factors which should 
make this a splendid meeting. ‘The 
weather should be at its best at this 
time of the year. Because the city of 
Jackson is rapidly becoming an indus- 
trial center, there will be an oppor 
tunity to visit a number of interesting 
plants. In the two vears since the 
termination of the war, 28 new plants 
started operation in Jackson. 


New Norge Products Make 
First Public Appearance 


REVEALED to the gencral trade for 
the first Norge 
products developed to further round 
out the major 
household 
H. L. Clary, director of sales. 

These are a_ refrigerator, 


two 


time are scven new 


company’s line of 


, 
appliances, acc ording to 


range, electric ranges 


Among the seven new products presented recently by Norge 
are an electric range (above) and a refrigerator. Two 6-inch 
units, one 8-inch unit, and a deep-well cooker are incorporated 


in this new Norge range model. Featuring a sealed freeze 
which holds up to 24 pounds of frozen food, and the Coldpack 


heater, a beverage cooler, and a 
cooler. 

The new refrigerator 
seven the number of models in 
line and was designed to fill a 


I 


brings 


between the lowest priced mode 


eight-foot capacity and the de 
a non-automatic defrosting m 
It has certain features found on 
the de luxe models, including a 
width refrigerated 


vegetable st 


drawer, and the handy defrosting 


ter receptacle. 

Addition of the two 
expands the electric range line 
total of four. Two of these ar 
lv automatic. A feature o 
de luxe ranges is the so-called 
Lo” element at the left rear 
may be raised from the deep-w 
ceptacle for surface cooking whi 
cooker is not in use. Pressure 
er to fit in the deep-well recepta 
also available as an accessory 


new m 


new 


There is a new standard el 
range, also, which provides all 
tial services and features, and 
: ela 

lowest priced range in the line 
obtain automatic ov 
additional 


timer u 


buve: 
eration at 
threugh purchase of a 


ma\ 
small 


The table-top water heater 
troduced into the line for thos 
wish to install it as a cabinet in 


} 


en or laundry room. It is th 











which safely keeps up to 12 pounds of uncooked meat, the 
Hold-Mor refrigerator has included many features heretofore 
found on only the most expensive models. 
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vaportight. CONDULETS. 
for electrical installations that are exposed to 


ather, moisture, steam or non-combustible dusts 
N CONDULETS - SWITCHES - RECEPTACLES - LIGHTING FIXTURES - CIRCUIT BREAKERS - PANELBOARDS 


~ 


The illustrations shew a repr ti lection from the hundreds of 
CONDULETS that are han ay or when furnished with covers and 
gaskets become vaportight. 





CONDULET is a coined word registered in the U.S. Patent Office. 
It designates a product made only by the Crouse-Hinds Company 


— 
Type AHC Vaportight = Be 
Flexible Fixture Hanger 4 
" Type RCO-8 Vaportight 
8 J ame le Lighting Fixture 
: y 4 for Wall Mounting 
Type FSC Two-Gang Vaportight ‘8 j 
Combination Push Button Station > 
Type FS Vaportight 


Type YSW Vaportight 
and Pilot Light Condulet 
Switch Condulet 


Circut Breaker Condulet 
“ Type VOA Vaportight 
Type FCP Three-Cang Lightin pean 
Vaportight Panel Mounting : ad s 
Condulet with Pilot 


Lights and Switch 


1 u ve bicen wll Type VFC Vaportight 
| - ju, rent Cor Uj 
a Mounting on Machines Gauge Lighting Condule 
Type FO Vaportight q : : 
Switch Con-ulet ‘ \y ‘ : 
i Lighting Condule’ is i 


Type DVSP Oust Tight 


and Vaportight Panelboard 
Type WGR Vaportight 


sting Fistore for Type WV Vaportight Heavy 
Po Series Condutets Duty Lighting Condulet 
a * with Shatterproef Class 


3 


5 
G rms! 
Ww 


Type VR Vaportight 

§ Light 

Type CS Vaportight =, o 
Lighting Fixture for eae 
CS Series Condulets 


ng Condulet for 

Mounting on a Hand Ra:l 
Type VOA Vaportight 

Tank or Vat Light Condulet 


Type DVSP Dust-Tight 
and Vaportight Panelboard 





sates! 
i ; 
Type VXJ Vaportight Lighting 


Condulet for Extensions 
from Concealed Conduit 


Type ARC Vaportight 
Lighting Fixture for 
Obround Condulets: 











Co t with 
Swit tch and Plu Type CS Vaportight 
Lighting Fixture for 
GS Series Condulets 


me Type VS Vaportight 
Type WC Vaportight Hand Lamp 
Lighting Condulet with Rubber Handle 








Type OLP Dust-Tight and 
Vaportight Panelboard 


i ‘ | > 
‘ , Nationwide 
ee me - Ps eyed 
ee e. Distribution 
Type VOB Vaportight Type VDA Vaportight Lighting Type ¥ Vaportight Lighting Type VDA Vaportight Lighting 
Lighting Condulet Condulet with Dome Reflector Condulet with Dome Reflector 


Condulet with Angle Reflector Through Electrical 
300 — 500-Watt 100 — 200-Watt 100 — 200-Watt 100 — 200-Watt Wholesalers 


CROUSE-HINDS COMPANY 
Syracuse 1, N. Y. 


— Boston — Buffalo — Chicago — Cincinnati — ee — Dallas — Denver — Detroit — Houston — Indianapolis — Kansas City — Los Angeles — Milwaukee — Minneapolis —New York 
burgh — Portland, Ore. — San Francisco — Seattle — St. Louis — Washington. Resident Representatives: Albany — Atlanta — Baltimore —Charlotte —New Orleans — Richmond, Va. 
CROUSE-HINDS COMPANY OF CANADA, LTD., Main Office and Plant: TORONTO, ONT. 





__CONDULETS + TRAFFIC SIGNALS « AIRPORT LIGHTING - FLOODLIGHTS 
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height as ranges, for example, 30- or 
40-gallon capacities, available with 
either single or double, thermostatic- 
allv-controlled heating elements. 


Slater Electric Names 
Southern Representative 


THE APPOINTMENT Of the Gregory- 
Salisbury & Company as representa- 
tive for Slater Life-Time wiring de- 
vices has recently been announced by 
the Slater Electric & Manufacturing 
Company, Inc., of Woodside, New 
York. Gregory-Salisbury, wth offices 
in Jackson, Mississippi and New Or- 
leans, will cover Mississippi and west 
ern Tennessee. 


Southern Representative 


Moves to New Offices 


So THAT HE can offer better service 
to his factories and to his customers, 
Henri Duizend, a well-known manu- 
facturers’ representative in the south- 
ern territory, has moved his offices to 
the International Trade Mart in New 
Orleans. The Trade Mart itself has 
been widely publicized, and its activi- 
ties promise to play an important part 
in the North and South American 
spotlight. 


Top Nashville Support 
For Water Heater Sales 


SITUATED in a highly active market 
for all electric appliances, Nashvillc 
Electric Service has made it a habit 
to give special promotional attention 
to those appliances that produce the 
largest desirable residential power 
load. It follows naturally that a three 
months electric water heater cam- 
paign conducted by this company 
during the months of March, April 
and May should meet with more than 
average success in terms of new units 
sold by Nashville dealers. 

In its recently completed drive for 
new water heater customers, Sales 
Promotion Manager W. D. Hall and 
Advertising Manager R. F. Linsert 
collaborated on every detail, using 
all promotional forces at their com- 
mand to get the desired results. Be 
sides employing a heavy schedule of 
general advertising in newspapers, by 
radio, with bus cards and _ billboards 
throughout the campaign, they di- 
rected a personalized direct mail let- 
ter to 10,000 water heater prospects. 

Along with this first letter went a 
hand-tailored printed mailing piece 
dealing with the low operating cost of 
electric water heaters. Following the 
mailing of this letter, with enclosure, 
a succession of regular weekly mail- 
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a 
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HOTPOINT FACTORY OPENS IN MILWAUKEE—An electric water eat 

plant, covering approximately 11 acres, was opened recently by Ho poiny, 

Inc. in Milwauukee. Limited production is planned with schedules . lling 

for acceleration until peak production is reached by the end of 194... Th, 

new Hotpoint factory manufactures the heater completely in a ma-.~ pro. 

duction arrangement that was deseribed as being as modern as the m. thod: 
employed in the automotive industry. 


ings of manufacturers’ water heater 
folders were made to the same list. 
rhese follow-up mailings brought full 
and specific information about several 
outstanding water heater brands di- 
rectly to Nashville’s “‘live’” list of 
water heater prospects, who received 
an impressive total of seven different 
mailings within a ten weeks period. 

The total sales in 1948 during the 
three-month period March, April, and 
Mav amounted to 1730, as compared 
to a total of 1324 sales during these 
same months of 1947. 

“These figures show an increase in 
as compared with ow 


ec 


sales of 25%, 
previous biggest three months of wa- 
ter heater sales in the same period of 
°47. Iam certain this increase is the 
result of our direct mail and other 
promotion during the campa‘gn. At 
our prevailing low rates in Nashville 
these three months of water heater 
sales represent an estimated added an 
nual gross revenue of $42,765 on our 
lines,” reports Mr. Hall. 


Paul L. Muller Honored 
At Testimonial Dinner 


Ciry OFFICIALS and representatives 
of the electrical industry joined to- 
gether recently in honoring Paul L. 
Muller, retiring after 23 years as head 
of the Department of Electrical In 
spection, City of New Orleans. A 
testimonial dinner in his behalf was 
held at the Metairie Country Club. 

“Mr. Muller has succeeded in his 
life’s work by taking full advantage 
of the typical opportunities available 
to enterprising people in the United 
States, but lacking in many _ other 
countries today,” S. L. Drumm, pres- 
ident, Electrical Association of New 
Orleans, said in his presentation ad- 
dress. “His work charged him with 
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the safetv of the community 
carried it out thoroughly an 
tially.” 

Mi. Drumm presented a s 
a check from Mr. Muller’s { 
the guest of honor. 

Other speakers included 
deLesseps S$. Morrison and 
Segall, vice-president, Best 
Company. L. L. Hirsch pr 
master of ceremonies. Geor: 
man was general chairman 
arrangements. 


Passing of V. H. Tousl« 
Mourned by Industry 


Vicror H. Toustey, 
treasurer of the Internatio 
ciation of Electrical Inspec 
electrical field engineer of 
tional Fire Protection As 
died in the Evanston, Illinois, 
on July 12, 1948. 

Born in Oshkosh, Wisc 
July 25, 1875, Mr. Tousley 
from Armour Institute of ‘] 
in 1897 and served as an 
inspector for the City of 
from 1898 to 1912. From 
1928 he served as chief el« 
spector for the City of Ch 
1928 he was prevailed up 
cept the position of sec! 
urer of the International A 
of Electrical Inspectors and 
trical field engineer of the 
Fire Protection Association 

Although the Internatio: 
ciation of Electrical Insp¢ 
been organized for some | 
to 1928, the activities of 
chapters throughout the cot 
never been co-ordinated. 

For 15 years he had been 
of the Electrical Committe 








i1 Fire Protection Association, 
this capacity assisted in the 
tion, amendment, revision 
lishing of the ‘National Elec- 
ode,” the most widely adopt- 
observed safety code in the 
States. In addition he was 
rr of 11 books on electrical 


vas also a member of the 

pal Signal Engineers <Associa- 

1€ Illuminating Engineering 
ind the American Inst tute of 
Engineers. 





eater 
© DOInt, 4 . . . 
illing Ne. “asy Rinsing Feature 
be The ~ 1 at Sales Meeting 
; pro- 
nN thods Ww MODEL Spindrier embody- 


itirely new principle in auto- 
nsing was presented by the 
Vashing Machine Corporation 
istributors at a two-day meet- 


3V3ae' 





omer Reeve, vice-president in 

of sales, describes the Easy 

window demonstrator model, 

ped to assist retail salesmen 

1 the spin-rinse principle in- 

ited in the new Easy Spin- 
drier. 


} 


the company’s sales audi- 

Syracuse, N. Y. 

ising feature, known as the 
Spin-rinse, is incorporated 

model 20SS Easy Spindrier 
product’on. Preliminary 
indicate that it will be 
volume itcm in the Easy 


ymatic Sp:n-rinse was an- 
W. Homer Reeve, vice- 

charge of sales, through 
dramatic skits. First he 
raight product demonstra- 
ing how the Automatic 
works on the flush-rinse 
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USE BRIEGEL 


ALL=-STEEL 


INDENTER-TYPE 
FITTINGS! 


Cross Section 
Showing 
indentations. 


Select the best, insist on Briegel @ 
All Steel Fittings, the only approved ly 
indenter type connectors and coup- 
lings for thin wall conduit tubing. 
You will not only find that Briegel © 
indenter Fittings are easier and ze 
faster to use, but also make neater, a 
stronger connections. Two Easy 
Squeezes and they’re set. Start using 
Briegel Fittings today. Have more & 
satisfied customers — more profits 
from each job. 
= 


DISTRIBUTED BY 

The M. B. Austin Co., Northbrook, Iil.; Clayton Mark 

& Co., Evanston, Ill.; Clifton Conduit Co., Jersey oO 

City, N. J.; General Electric Co., Bridgeport, Conn.; 

The Steelduct Co., Youngstown, Ohio; Enameled 2 
Metals, Pittsburgh, Penn.; National Enameling & oe 
Mtg. Co., Pittsburgh; Penn.; Kondu Mfg. Company, 
Ltd., Preston, Ontario 


All B-M Fittings Carry the Underwriters 
Seaf of Approval and Canadian Standards 
Ass'n Approval No. 9296. 


NEATERe FASTER 


(BM) BRIEGEL METHOD TOOL CO. 


Prev GALVA, ILLINOIS 


provides a_ two-way 
double-action rinse—a_needle-spray, 
in combination with the whirling 
force of the Spindrier basket. 

In explaining the new rinse Mr. 
Reeve showed how hot water is only 
consumed for a period of 30 seconds, 
then the rinse is fin'shed with cold 
water for about two and one half 
minutes. Mr. Reeve stated that this 
rinsing method uses less than 3 gal- 
lons of hot water to do a better rins- 
ing job than could be obtained by 
hand-rinsing with two-set-.tubs. 

One of the hits of the show was 
a new plastic window demonstrator 
model to assist retail salesmen in ex- 
plaining the new principle to pros- 
pects. This is a standard 20SS ma 
chine with lighted, plastic w-ndows 
in both the washer and spinner tubs. 
It enables the prospect to see both 
the Spiralator washing action and the 
double-action Spin-rinse at work at 
the same time. 


principle. It 


Walking Vacuum Cleaner 
Introduced by Eureka 


walks! 


cleaner 


CLEANER that 
This new twist in vacuum 
merchandising will be the main fea 
ture of fall advertising and promo 
tion by the Eurcka Division of the 
Eureka Williams Corporation. 
Simple and convincing, the gim- 
mick involves a store demonstration 
of the Eureka automatic upright 
vacuum cleancr on 


A vACUUM 


a rug-covered ta 


ble at the prospective customer’s eye 
level. Sand, soda, cigarettes and 
pennies are spread on the rug. When 
the starting switch is turned on, the 
cleaner proceeds to ‘“‘walk’’ across the 
rug by itself, cleaning as it goes. 

The demonstration is extremely 
fast—taking but a few seconds for the 
cleaner to glide over the rug. ‘Tests 
indicate that the average customer 
is pretty well sold by the time the 
quick performance :s finished.  An- 
other advantage 1s the easy way in 
which the demonstration is made. 
With the prospect seated and the 
salesman working at table height, the 
stooping and bending so distasteful 
to customer and alike is 
el'minated. 


salesman 


W. F. Linville Becomes 


Member of Carolina Firm 


W. FF. Linvitie has been appoint- 
ed general sales manager of South 
em Appliances, Inc., wholesale appli- 
ance distributors for the two Caro 
linas with headquarters in Charlotte, 
N. C., it has been announced by Cal- 
vin D. Mitchell, president of the con 
cern. 

Prior to joining Southern Appl 
ances, Mr. Linville was natiortal ‘Sales 
Bendix Home Appl 
Linville’s. sales lead 


manager for 
ances, Inc. Mr. 
ership is attested by the sales of ovet 
a million Bendix automatic washers 
through seventyv-nine Bendix distribu- 
tors throughout the United States. 


It walks! A sure traffic stopper in store demonstrations is the Eureka walking 

vacuum cleaner, here being described by A. L. McCarthy, executive vice- 

president, Eureka Division. The vacuum glides over the floor unaided, 
cleaning as it goes. 
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Linville 


He has held executive field pos 
in the South with various ma 
turers. 

Southern Appliances, Inc., 
the largest appliance distribut« 
in the Southeast, has over 1,00( 
ers throughout the Carolinas 
employs over seventy people 
large outside organizatic 
vided into districts covering a 
jor Carolina markets. 


sales 





DATES AHEAD 


National 


Annual Convention, Illumination FE: 
ing Society, Hotel Statler, Boston, Ma 
tember 20-24, 1948. 


Electrification Conf 


17-19 


National Farm 
Congress Hotel, Chicago, IL, Nov. 


47th Annual m of National F 
Contractors Ass« Roney Plaza 
Miami, Fla., Nov. 30 to Dee. 3, 1948. 


Winter General Meeting, American |! 
of Electrical Engineers, Pennsylvania Ho 
York, N. Y., Jan. 31 to Feb. 4, 1949. 


Southern 


Engineering and Operations Section 
eastern Electric Exchange, Vanderbilt 
Asheville, N. C., Sept. 16-17, 1948. 


13th Annual Conference, Internation 
ciation of Eleetrical Leagues, Mayflowe 
Washington, D. C., Sept. 29 to Oct. 2 


Middle Eastern District, American 
of Electrical Engineers, Hotel Statler, 
ton, D. C., Oct. 5-7, 1948. 


V 


Southern Section, International Asso« 
Electrical Inspectors, Annual Meeting 
berg Hotel, Jackson, Mississippi, Oct 
1948. 


Accounting Section, Southeastern 
Exchange, Hotel Sir Walter, Raleigh, ‘NV 
28-29, 1948. 


Seuthern§ District, American Insti 
Electrical Engineers, Tutwiler Hotel, 
ham, Alabama, Noy. 3-5, 1948. 


Annual Sales Conference, Southeast: 
tric Exchange, Atlanta Biltmore Hotel, 
Ga., Nov. 10-12, 1948. 


Southwestern District, American Ins 
Electrical Engineers, Dallas, Texas, Apri 
1949. 
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MIMAR SUPER AIR FLOW (Model #312-R) 


Mot or cold air circulator for summer or winter. Twelvwe-inch 
fan with overlapping blodes operates at a whisper has low, 
high ond intermediate speeds. This model delivers up to 1200 
cu. ft. of cooling air per minute. For heating, fan slows down 
to 600 rpm. and coils produce 5400 B.T.U.'s of circulating 


wermth per hour. Guaranteed 


MIMAR DELUXE (Model #212-A) 


it's @ summer fan end winter heater in one space-saving unit. Summer fon opers 
etes of 2000 ¢.p.m. Eight-inch overlapping blades produce a mass of cooling, 
circulating air. Change-over te cold weather comfort-control is accomplished by 
© timple flick of the switch. MIMAR Deluxe heater coils give more warmth per 
ae hour then ony other oir circulator—regardiess of price. When used at o heoter, 
New eae ee SF fon speed ‘it automatically reduced. Unit is tiltable...can be directed wherever 


cir flow is desired. Guoranteed. 


MIMAR SENIOR (Model #116-C) 


The Senior is exclusively a heater. It is ther- 
oughly unique because it produces two concen: 
trotions of heat from the same coils—warm ond 
wermer, This MIMAR model is really two heaters 
in one. Case never gets hot because fon draws 
cir over the glowing coils and distributes the 
-heet throughout the room. Gucranteed. <« 


PRODUCTS, INC. «+ BROOKLYN 5, NEW 


, CALIFORNIA «+ CHICAGO, ILLINOIS 











Names 


in the News 





Charles G. Duy, Jr., for the past 
three vears advertising and sales man 
ager for the Proctor Electric Com 
pany, has been appointed to the posi 
tion of southern regional managei 
with headquarters in Atlanta, Ga., it 





Charles G. Duy. Jr. 


has been announced by Robert M. 
Oliver, vice-president. 

A native of Bluefield, West Vir- 
ginia, Mr. Duy is familiar with south 


ern merchandising activities. ‘Three 
district managers will assist him in 


his territory, A. H. Patton, Norman 
H. Miller, and E. M. O’Connor, Jr. 

The southern regional office will 
include the states of Texas, Florida, 
Alabama, Louisiana, Georgia, Ten- 
nessee, and West Virginia. 

* * x 

The appointment of T. R. Chad- 
wick as general sales manager and 
R. N. Hoye as advertising manager of 
Cory Corporation, of Chicago, was 
announced by J. W. Alsdorf, Cory 
president. 

Both men have becn 
with Cory for some time, Mr. Chad 
wick as sales manager and member 
of a Cory management sales executive 
committee and Mr. Hoye as assistant 
advertising manager. 

In his new capacity as 
sales manager, Mr. Chadwick will be 
responsible for the proper installa- 
tion and supervision of the entire na- 
tional sales force of the Cory Divi- 


sion. 


AaSS( ciated 


gencral 


Trumbull Electric, a General Elec- 
tric affiliate, has announced the ap- 
pointment of W. B. Dixey 3rd as 
merchandising manager. , 


formerly assistant 


Incor- 


Mr. Dixey was 
advertising manager of Locke 
porated and before that was 
ated with the Apparatus Advertising 
and Sales Promotion Divisions of the 
General Electric Company, in Sche 
nectady. 


aSSOCI- 


V. T. Mayhan has been appointed 
chief electrical inspector of San An 
tonio, ‘Texas, succeeding W. B. Stew- 
art who formerly held this position. 


Continuing its general expansion 
program, the A. B. Chance Company, 
Centralia, Mo., has appointed a new 
salesman, Robert G. McCulloch, to 
its Southeastern Division. 

Mr. McCulloch, a rural clectrifica 
tion specialist formerly with — the 
Southern Engineering Co., and J. B. 
McCrary Engineering Corp., Atlanta, 
has 12 vears sales experience in the 
Southeast. He will travel Alabama 
and eastern ‘Tennessee from headquar- 
ters in Birmingham. 


D. J. Biller, president of Day-Brite 
Lighting, Inc., has announced the ap- 
pointment of James F. Whitehead, 
Jr., as general sales manager of the 
Day-Brite organization. 


Mr. Whitehead was educated at 





James F. Whitehead, Jr. 


Georgia ‘Tech and upon leaving 
school was emploved by the Georgia 
Power Company in the operating de- 
partment. 

At the request of Robert & Com- 
pany he was loaned to them as a 
consultant in April, 1942, to design 
the lighting for the Bell Bomber 
Plant, one of the largest installations 


in the world. Later, he again 
ed with Robert & Company 
consultant on the Naval Hospit 
at Dublin, Ga. 

In December, 1944, he becai 
sociated with 
Inc., as their factory 
covering Georgia, Alabama, an 
ern ‘Tennessee. 

He was instrumental in org 
the Atlanta Lighting Club whi 
forerunner of the I[lluminatin 
gineering Society Chapter the: 
has been active in the organ 
throughout the last few yea 
19+7, he was elected regiona 
president of the Southern Re; 
the Society. 


Dick O. Klein has been ap) 


sales manager for the Prestel 





Dick O. Klein 


vision, George T. Stevens & 
ates, Chicago, according to 
nouncement by George T. St 
Starting with Presteline in 
after four years in the Navy 
Klein has had a rapid rise 
top sales position in the orgai 
over the space of three years. 


Sam B. Meade, formerly ass 
with Kentucky Utilities, has 
Line Material Company’s Eas 
tral Division staff of field en 
Mr. Meade has been actively 
in the electrical industry for t 
19 years and, in his new p 
will serve L-M customers in | 
Kentucky, Ohio, West Virgin 
Virginia. His headquarters wil 
cated in Lexington, Kentuck 


Recent additions to their sa 
have been announced by the 
ton Electric Company, of C 
John O. Bell, Jr. with head 
in Houston, Texas, will cover 
ritory surrounding that area 
Bell is a graduate of the Un 
of Houston and has been empl 
the Houston Lighting and 
Company and the Federal l 


Day-Brite Lig 


represen 
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ompany, in addition to 
1e Army Air Forces. 
d for the company’s sales 
J. (Bill) Broughton, Jr., 
ike his headquarters with 
it Birmingham, Alabama. 
er territory consisting of 
lorida, Tennessee, Missis 
ouisiana, 
ining the Appleton Com 
Broughton was with the 
Electric Company, after 
ie-half years in the Navy. 
Georgia Tech and Au 
ting with a B. S. degree 
engineering from Au 


nent has been made by 
oducts, Inc., concerning 
n of their products in 
ritories. Curtis Mus- 
as, ‘Texas, will represent 
m their high voltage line 
of ‘Texas and Oklahoma. 
e also maintains a Hous- 
ider the direction of Or- 
th, Jr. 


Howard E. Blood, president of the 

m of Borg-Warner Corp., 
d several important per- 
es in the company’s sales 
turing departments. 
in the shifts were J. N. 
» was elevated to director 
ing; H. L. Clary who 
director of sales, and W. 
0 became general sales 


ne time, Mr. Blood an- 
resignation of R. W. Gif- 


. L. Clary 


ent and assistant gen- 
ind I. H. Reindel, ex- 
and the retirement 
arra, vice-president and 
Mr. Gifford is also 
g-\Varner International 
retain that association. 
following service with 
iction Board in Wash- 
the war, joined the 
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Statistical 
Quality 


Control 


—_4 


a a 
Heres Wining witha Pu 
168 CL4 Wilh a liarare 

Yes, a long future that’s full of satis- watchful eye of SQC—Statistical 
faction to the home owner. For the Quality Control! Nothing is left to 
home wired today with Paranite chance. With Paranite’s goal set high 
Building Wire — Paraflex — ABC and Statistical Quality Control guard- 
Cable— Service Cable—will be giving ing each operation, you can confi- 
the same efficient electrical service in dently recommend and use Paranite 
1998 and beyond. Every bit of Paranite Wires and Cables in all residential 
wire or cable is made under the construction, 


Building Wire 
Types R—RH—RW—T—TW 


Service Entrance Cable 








A.B.C. Flexible 


Paraflex Non-Metallic 
Metallic Cable 


Sheathed Cable 


iF T'S PARANITE !1’s nicat: 





Oey PARANITE WIRE AND CABLE (GaQ) 

wnouesates Division of ESSEX WIRE CORPORATION ge 
FORT WAYNE 6, INDIA mu: 

ELECTRICAL WIRES AND CABLES “BETTER THAN CODE REQUIRES” 


WAREHOUSES* AND SALES OFFICES: *Ationto, Go; *Chicago, Ill; Cleveland, Ohio; Dallos, Texos; *Detroit, Mich.; *Konsas City, Mo.; 
*Los Angeles, Colif.; *Newark, N.J.; Philadelphia, Po.; *St. Louis, Mo.; *Son Francisco, Colif. 
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METAL 
FABRICATING 
SPECIALISTS 


Pail, Depa ie], Ba :tep 4 3 
MAL Si [ci e celica: 5 
TELEPHONE CABINETS 
WEATHER-PROOF CABINETS 
WEATHER-PROOF SEAM 


WELDED JUNCTION BOXES 
& FLOOR BOXES 


ig i te tS ee hele) a -le> 43) 
TRANSFORMER CABINETS 


SPECIALS TO CUSTOMERS 
REQUIREMENTS 


95 PIEDMONT AVENUE, S. E. ATLANTA, GEORGIA 
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IT’S FIRST-RATE PROOF of safety, dependability and econ- — f ‘we 
omy ... that electrical contractors and maintenance men who ee ae 
know Roebling Building Wire and Cable, specify Roebling again ¥ 
and again, year after year. And no matter what the requirements, 
there’s a Roebling wire or cable to fill the bill exactly. 


Increasingly in demand today is Roebling Wire 60 Type R-for cir- 
cuits up to 600 volts and operating temperatures to 60° C. (140° 
F.). Synthetic rubber insulated, its fibrous covering highly flame- 
resistant and moisture-retardant, it is available with solid or , 
stranded conductors... Similar to 60 Type R, but affording special 
advantages, Roebling Type RH has heat-resistant insulation ap- 
proved for operating temperatures to 75° C. (167° F.), and 60 
Type R. W. has low-moisture-absorption insulation and is ideal 
for general use in damp locations without lead sheath. 


Your nearby Roebling Distributor will gladly help you choose 
the right wire or cable for top performance on every job. Write oe soieatiosaiae 
or call him for prompt assistance. oe as 


JOHN A. ROEBLING’S SONS COMPANY 
TRENTON 2, NEW JERSEY 
Branches and Warehouses in Principal Cities ee 
~ ROEBLING TYPE RH 
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* WIRE ROPE AND STRAND *® FITTINGS * SLINGS os 4 = EBSi.. 2 LaG Mr 
* SUSPENSION BRIDGES AND CABLES * 41RCORD. r 


AIRCORD TERMINALS AND AIR CONTROLS * AERIAL WIRE 

ROPE SYSTEMS * ELECTRICAL WIRE AND CABLE Was Ir 

% SKI LIFTS * HARD, ANNEALED OR TEMPERED lieent 

we te A CENTURY OF CONFIDENCE 42) &=: 

FLAT WIRE, COLD ROLLED STRIP AND  SOEBLING contin 

COLD ROLLED SPRING STEEL * SCREEN. HARDWARE \ pany ’s 
AND INDUSTRIAL WIRE CLOTH * LAWN MOWERS 
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Norge: factory organization as_ sales 

prom tion manager in 1945, and has 

risen through several important sales 
ince that time. 2 

post : i Real Weathiside Cony iv , : 

EMERSON-;"-ELECTRIC A 

{5-YEA 


HEATER ® «iii 
1 Gfowd 4S 11 LOWS Eu at he 
— a 








W. S. Law 


M:. Law follows Mr. Clary into 
the ral sales managcr post, atter 
for more than two years in 
position of refrigeration sales 


eqnnitittOn RADIANT and“, 


rd V. Coons has been ap- and watch the 
vice-president in charge of 
G. M. Greenwood has been EMERSON ELECTRIC. 


ce-president and treasurer of 
\anufacturing Company, it 
announced by R. S. Rheem, 


the Rheem company in NOW !E Backed by 

1 timekeeper at the Rich- the Famous Emerson-Electric 
lifornia plant, in 1939 Mr. % 

e to the rank of manager 5-YEA "TO.USER GUARANTEE 
Houston, Texas plant. In The arresting display shown above is one way for you to cash 
in on the sales appeal of the heater that GLOWS AS IT BLOWS! The 
fireplace background and fireproof. Cellophane streamers fluttering 
in the warm breeze effectively dramatize the “hearthside comfort” 
“your customers get from Emerson-Electric’s exclusive HEATRAY- 
REFLECTOR principle. Reap extra heater profits this season . . . Write 
for Catalog and Sales Help Folder No. D-18. 


Only EMERSON-ELECTRIC 
gives your customers all these 
STAR FEATURES: 

HEATRAY-REFLECTORS combine 
fan-forced and radiant heat for rapid, 
penetrating heat distribution plus “hearth- 
side comfort.” 

Whisper-quiet rubber-mounted fan-duty 

motor. 


‘s 


ee Tilts up and down at finger touch over 
lifford V. Coons 5 , ns ee | a 40 degree arc. 

Ls Light weight—convenient design. Pro- 
( | y » . 1 ° 
194] | nt to New York as man- vided with carrying handle. 
ger of ner silos Gal since 166% ye Exterior parts remain cool to touch— 
“wag seni saeaeines ae aii safe around children. 
He cneral manager Of Sales. SS Beautiful walnut wrinkle finish— 

e wi ntinue to make his head- : chrome trim. 


a - | THE EMERSON ELECTRIC MFG. Co. 
Ir nwood, who joined the ST. LOUIS 21, MO. 


Rheem pany in 1941 as treasurer, 


Was mai member of the board of Ly 

directs rs iter that year. He will 2 7 M 7 » S 0 iM aL 7 [ 7 C TR | C 
continuc be located in the com- * MOTORS + FANS tn APPLIANCES 
panys $ Francisco offices. 7 
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202—Lugs and Connectors. A profusely illustrated, 16-page 
booklet is available from Kreuger & Hudepohl, 5 East Third St., 
Cincinnati 2, Ohio, describing their line of solderless terminal 


lugs and connectors. 


203—Lithonia Fluorescent Fixtures. A well-illustrated book- 


let describing in detail the manufacturer’s line of fluorescent 
fixtures for the home, office, store, and industry is available 
from Lithonia Lighting Products Company, Inc., Lithonia, Ga. 


206—Electric Feedrail. A compilation of recent developments 
in the application of the Electric Feedrail distribution system 
as applied to portable lights and tools, moving test lines, cranes, 
and hoists and other industrial applications is offered in the new 
28-page Catalog No. 20 now av: ‘*% from Feedrail Corpora 
tion, 125 Barclay St., New York 7 


208—Air Conditioning. The Air . a Products Com 
pany, 2340 W. Lafayette, Detroit Mich., has just issued a 
new catalog, 42-B, containing com] ie information about its 
“Air-Flo” line of automatic cation. automatic ceiling shut- 
ters, automatic back draft dampers, manually operated shut 
ters and motor operated shutters. 


209—Chemclad Insulated Wire. Regularly 
List and Shipping Expectations” for Chemclad Thermoplastic 
Insulated Wire, types T and TW, is a free service now from 
Carolina Industrial Plastics Corporation, Mount Airy, N. C. 


212—Seco Fans. New bulletins by Seco-Lite Manufacturing 
Co., 4916 Easton. St. Louis 13, Mo., are now available, 
illustrating Seco Belt-Driven cooling fans and window fans. Bul 
letins contain data on installations in homes, apartments, com 
mercial and industrial applications. 


mailed “Stock 


215—Electrical Accessories. A 16-page booklet, describing 
and illustrating many types of electrical fittings such as steel 
floor boxes, spotlight units, “L”’ shape boxes, etc., may be ob- 
tained from B and C Metal Stamping Company, 95 Piedmont 
Ave., S. E., Atlanta, Ga. 

217—Wire Connectors. Hi-Scale Products Corp., 217 Cen- 
tre Street, New York 13, N. Y., announces data on their com 
plete line of bakelite wire connectors, including specifications 
and price. 

218—Busduct Calculator. A slide rule type calculator for cal- 
culating busduct voltage a is available to electrical engineers, 
architects, and electrical contractors from Frank Adam Electric 
Co., P. O. Box 357, St. Louis, Mo. Load in amperes and 
length in feet are set on the calculator to read voltage drop. 


219—Chromalox Heating Units. An attractive loose-leaf bin- 
der containing Chromalox heating unit bulletins, samples of 
direct mail folders, and other sales aids is now available from 
Edwin L. Wiegand Co., 7500 Thomas Blvd., Pittsburgh 8, 
Pa. The bulletins cover the triangular electric range units. 
the Super-Speed range units, range replacement units, and 
wide range of heating units for industrial and special applica- 
tions. 

221—Electric Motors. Full information on Hoover fractional 
horsepower electric motors is contained in a four-page folder 
which is available from The Hoover Company, Electric Motor 
Div., North Canton, Ohio. This illustrated, two-color pamphlet 
explains special features and advantages of the Hoover motor 
and contains a list of 24 ways to use it. 

222—Germicidal Lamps. A six-page booklet describing the 
varied applications of germicidal lamps in farm buildings has 
been released by the Lamp Department, General Electric Com- 
pany, Nela Park, Cleveland 2, Ohio. 


224—Gedney Fittings. Gedney Electric Company, RKO 
Building, Radio City, New York 2, N. Y., has just issued Bul- 


CATALOGS and BULLETINS 


Available Free to Readers of 
Electrical South upon Request 


letin 48, a 62-page, profusely 
‘omplete line of electrical fittings. 
A complete 


225—Conductor Fittings and Devices. 
issued by Pe 


illustrated, and listing prices, has been 
Electric Corporation, Erie, Pa. 
gg agg aig Fans. The Murray Company, 320 
, Dallas, Texas, has available informative data sheet 
aa their line of ventilating fans, which range from 
to 48 inches in size. 


228—Wiley 
information, 


Fluorescent Fixtures. 









illustrated catalog coveri: 


1h 


A catalog contai 
engineering data and light output charts 


complete line of commercial and industrial fluorescent 


fixtures and spots is available from The R. & W. W 


Buffalo, N. Y. 
230—Flectrical Wiring Devices. A 36-page, fully 
catalog has been issued by Kulka Electric Mfg. Co., 


South Street, Mount Vernon, N. Y., which describes 
of wiring devices. 
holders, ballasts, and _ starters; 
sockets; maritime sockets and 
strips, and other specialties. 
231—Heater Cords. Catalog Sheet No. 70 is avail 
Cornish Wire Company, Inc., 15 Park Row. New Y 
Y., giving specifications and pertinent information 
line of heater cords for use with electric irons, 


ers. roasters. and other equipment. 


233-—Slater Wiring Devices. A detailed catalog, 
necessarv information for specification and_ purchas¢ 
full line of wiring devices, is announced by Slater E] 
Manufacturing Co., 56th Street and 37th Ave., Woods 


incandescent 


switches; swivel units; 


235—Keystone Fixtures. Catalog No. 45, describin 
strating commercial and industrial fluorescent fixt 
brackets. and exterior lighting fixtures is ree ye 
stone Electric Manufacturing Company, 2228-36 y 
Street. Philadelphia 34, Pa. 

237—Wires Cables. The 


and latest catalog fro1 


Roebling’s Sons’ Company, Trenton 2, N. J., conta 
tive material on magnet wire. building wire, metalli 


covered power and parkway cable, varnishe 
other miscellaneous items. Also contained in the 
tables giving sizes. dimensions and weights of 
types of wire and cable. 


239—Window Fans. Meier Electric & Machine 
3525 E. Washington St., Indiananolis 7. Ind., have 
following catalog sheets: Form 2207. which descril 
strates each of their five Nu-air Windofans: For 
scribing and illustrating three three-blade and on 
Nu-air Ouiet Propellers: and Form 2209. which il 
Nu-air Windofan No. RW 240 or RW 200. 


metallic 


+} 


240—Wall Charts. Harco Fquipment Company. 
man Avenue, Washington. D. C.. announces that a | 
ber of their wall charts is still available. These wal 
strate in-stock equipment such as switches, short 
brush holders, mounting rubbers for electric mot 
condensing units. etc. One of these charts featur 
strations of electric motor bearings. 


241—Explosion-proof Products. A new 108-page 
H-4711, illustrates and describes the manufacturer's 
plosion-proof products. Contained in the catalog ar 
illustrations of typical applicational lavouts for haz 
tions, in accordance with the National Electrical C 
diagrams, dimensions, weights, list prices, and all per 
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for products listed. Catalog available from Russell 
., Inc., 125 Barclay St., New York 7, N. Y. 


nplex Wires and Cables. A 16-page General Catalog 
1ade available by the Simplex Wire & Cable Co., 79 
, Cambridge 39, Mass. ‘The catalog contains little 
nical information but has been designed to give an 
d’s-eye view ot the company and its products. 


stalling Fans. An illustrated booklet, showing vari- 
nd models of attic and panel fans for every home or 
as been made available from American Machine & 
n-Pac Division, East Moline, Ill. Process of installa- 
ribed in detail. 


kson Fans. Literature and catalog sheets describing 
e line of products of Jackson Ventilating Company, 
iirview Ave., Montgomery, Ala., are available. 


vice Fittings. Catalog No. 553, a four-page, illu 
w of the No. 800 Floor Box and the Nos. 803 and 
Fittings for light, power, telephone, signal and bell 
convenience outlets, has been published by Nation- 
Products Corp., Chamber of Commerce Bldg., 


Pa. 


ustrial Fluorescent Fixtures. Day-Brite Lighting, Inc., 
r Ave., St. Louis 7, Mo., has issued Bulletin 30-A 
iins complete specifications for each type ““Day-Line”’ 
uorescent fixture: single units and continuous sys 
o 40-, three 40-, and two 100-watt lamps; detailed 
stallation, accessories and servicing; list prices and 
figuring footcandle intensities. 


itch and Receptacle Plates. A catalogue page describ 
ne of switch and receptacle piates of pure aluminum 
painted over with wall paint has been issued by 

Ifg. Co., Decatur, Ga. These plates are breakproof, 
nd conform to rough walls 


ti-Corrosive Paints. Literature has been published by 
348 River Rd., North Arlington, N. J., on theiz 
Subalox paints used in generating, transmission and 
construction and maintenance. Both paints are 
olloidally dispersed and amorphos pigment of sub 
| which is so chemically active that weathering in 

rust-inhibitive properties as well as its hardness. 


hting Bulletin. A 4-page bulletin (2218) describing 

inous fluorescent and incandescent lighting equip 

being sold to the trade has been issued by Curtis 
6135 W. 65th St., Chicago 38, Ill 


ctrical Apparatus. The Trumbull Electric Mfg. Co., 
onn., has recently issued a condensed general cata 
illist’”’, which gives complete information on electri 
pparatus. 


ared Lamps. An 8-page folder, “Drying Problems 
listing the advantages of the Dritherm Carbon 
uilable from the North American Electric Lamp 
41 Tyler St., St. Louis, Mo. This folder includes 
lescription of how Infrared Radiant Energy with 

ierm Carbon Lamps provides fast, effective heat. 


ltiflex Brushes. The Helwig Company, 2544 North 
lilwaukee 10, Wis., has just issued catalog No. 245 
rushes by code numbers. This simplifies the order 
roper brushes. 


iarch Electric Ranges. Data is available from Malle 
nge Co., 4561 Lake St., Beaver Dam, Wis., on all 
Ompany s ranges. 


gon ‘Timers. A folder of up-to-date bulletins on 
rs and their prices is offered by the Paragon Elec- 
Two Rivers, Wisconsin, manufacturers of elec- 
nt. Such items as industrial timers, self-lubricat 
hes, and many others are described and illustrated 


ing Equipment. This revised 8-page condensed cata- 
describes the company’s line of engineered light- 
trol equipment for schools, theaters, hospitals, 

stores, etc. Specifications, engineering details 
s are included. This catalog is available from 
Co., Department “ES’’, 2219 West Grand Ave., 
Illinois. 


ating Fans. Illustrated catalogs are available from 
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Signal Electric Mfg. Co., Menominee, Mich., describing the 
complete line of desk and pedestal fans, vent and exhaust fans, 
and semi-automatic kitchen vent tans. All literature gives full 
electrical details and dimensional drawings for all vent and ex- 
haust fans. 


259—Electrical Equipment. The latest edition of the Federa- 
log has just been issued by Federal Electric Products Co., 60 
Paris St., Newark 5, N. J. This profusely illustrated catalog 
contains complete details of Federal’s newest motor controls, 
safety switchcs, service equipment, circuit breakers, panelboards, 
switchboards, and busduct. 


260—Ventilating Fans. ‘lhe complete line of C & H venti- 
lating fans is pictured, with dimensions and details, in a new 
24-page catalog. Described are exhaust fans, window fans, air 
circulators, portable and desk fans, and fan accessories such as 
grilles and shutters. C & H Air Conditioning Fan Co., Inc., 
1603 DeKalb Ave., NE, Atlanta, Ga. 


261—Electric Motor Parts. A 100-page illustrated catalog of 
electric motor and controller parts is now available from ‘The 
Reading Electric Company, Inc., 200 William St., New York 
18, N. Y. This bulletin lists everything used by the electric 
motor repair shop. 


262—Fluorescent Lighting. Smithcraft Lighting Division, 
Chelsea 50, Mass., has just issued an interesting series of speci- 
fication sheets, each portraying a single Smithcraft fluorescent 
fixture and providing pertinent technical data to assist engi 
neers. jobbers, contractors and purchasing agents. These sheets 
are available upon request. 


263—Electric Ranges. An Electromaster Range Catalog, de- 
scribing in full detail a coniplete line of models and features, 
is available from Electromaster, Inc., Mount Clemens, Michi- 
gan. ‘This catalog gives a description of the exclusive Oven 
Eye, automatic cooking controls, deep well cooker, lamp, and 
oven control clock. 


264—Time Switch. Sangamo Electric Co., Springfield, I1., 
offers their 4-page Bulletin 1050 fully describing the new, ex- 
ceptionally small Type S Time Switch. The switch is pow- 
+a by a newly developed synchronous motor that is lubricated 
or life. 


265—Coffee Makers. The complete line of Cory coffee 
products, including the famous Cory rubberless coffee brewers, 
service set, the Cory Automatic, electric coffee grinder, 2-heat 
electric stove, and commercial units is described in a 20-page, 
beautifully illustrated booklet. Copies may be obtained from 
the Cory Corp., 221 N. La Salle St., Chicago, Ill. 


266—Air Circulator. A highly illustrative two-color folder, 
containing interesting facts about air circulation, may be ob- 
tained from the Fresh’nd-Air Company, 221 N. La Salle Street, 
Chicago 1, Illinois. 


267—Motor Repair Materials. The 48-page IWI Blue Cata- 
log published everv other month contains a listing of nearly 
every item required for electric motor repair and rebuilding, 
complete with sizes, prices and standard packages. Copies may 
be obtained without charge by phoning or writing the Insula- 
tion and Wires, Inc., offices at Atlanta, Ga., Houston 3, Tex., 
and St. Louis 3, Mo. 
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801—Wiring Test Set 


Manufactured by the Eastern Spe- 
cialty Co., Philadelphia 40, Pa. 


Tuts wiring :nspector’s test set has 
been developed to enable one person 
to make a complete test of the wiring 
in any building without additiona 
help. 


The device is housed in a gray 


fiber carrving case measuring 14 
9/16” x 7 5/16” x 9%” high. Total 
weight is 13 lbs. A compartment 
provides storage space for the flexible 
leads and the portable meter. Power 
is supplied from a standard 6 volt 
dry cell, which can be easily replaced. 
All standard electrical component 
parts are used throughout. 

lor complete operating data write 


for Bulletin No. 42. 


805—Insulated Wire 


Manufactured by Surprenant Manu- 
facturing Co., 84 Purchase Street, 
Boston, Mass. 


TRACING WIRES in electrical circuits 
is simplified with this new spirally 
stripped wire, coated with non-flam- 
mable, tough vinylite plastic insula- 
tion. The insulation is colored with 
from one to three stripes by inks al- 
so made from vinylite resins. Using 
the nine Army-Navy specified colors 
for the insulation and for the stripes, 
a maximum of eleven hundred and 
twenty distinctively coded combina- 
tions may be attained. With the 


68 
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use of other colors, the possible com- 
binations are almost limitless. ‘The 
striping, becoming an integral part 
of the insulation, will not peel or 
crack, and resists abrasion. 


806—Vacuum Attachment 


Manufactured by General Electric 
Corp. Bridgeport 2, Conn. 


A NEW FLOOR POLISHER attach 
ment for the three Prem‘er upright 
vacuum cleaners, which makes polish 
ing of hardwood floors and linoleum 
an casy matter, is now in production. 
Io attain a high lustcr 
only to pass the brush over the waxed 


it 1s necessary 


area an average of six times pel 
square foot. 

Ihe brush is ball-bearing mounted 
and driven at the same speed as the 
cleaning brush. Its long-fiber bris 
tles are firmly set in a durable com 
position roller. Metal parts are 
aluminum. ‘The polisher fits Premier 
cleaner models 12, 21 and 23. 


802—Air Conditioner 


\fanufactured by Mitchell Mfg. Co., 
2525 Clybourn Ave., Chicago 14, Iil. 


I’ NEw Mitchell M-75 is a com- 
plete sclf contained unit that provides 
genuine 5-function room air condi- 
tioning. It cools, dehumifies, cir 


culates, ventilates, filters out dirt, 
dust and pollen. This unit has a 
powerful hermetically sealed refrig- 
eration mechanism of 34-ton capacity, 
delivering 8250 BTU per hour. All 
parts are of heavy construction, as- 
suring long-life service. 


132) 


os 
ae 
a 
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The M-75 installs eas?ly 
window, and may be removed 
time. No plumbing connect 
required—plugs in like any 
appliance. ‘Iwo simple contr 
late all functions. The M 
eratcs efficiently in all roo 
measuring up to 400° squa 
Sound insulation and rubber 
ing for auiet operation under 
ditions. Operates on 110-1 


60 cevcle AC. 


604—Tray Set 


Manufactured by Sampson 
Corp., Rochester, New ) 


Tus NEw buffet trav sct is 
for use with the new Sams 
dem automatic toaster. Sol 


ately or with the toaster, tl 
cludes serving tray and f 
dishes. ‘Tray and_ side-rail 
chrome-plated steel with han 
end-walls of burgundy plasti 
ing base, knobs and handk 
toaster. Serving dishes are 
molded polystyrene, light 
easily washed and unaffecte« 
acids. 


893—Dishwasher 


Manufactured by Apex ! 
Manufacturing Company, | 
152nd Street, Cleveland, 


COMPLETELY AUTOMATIC, 
Apex dishwasher washes, ri 
dries dishes and shuts off aut 
ly, all from a single dial se 

Of standard cabinet heigh 
a porcelain tub and rust 
racks and will wash all table 
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, fam! 
if coe 


Bcleans¢ 
a6 
met -7 


and 3! 


pi rcel 


if six. Pots and pans freed 
don food are thoroughly 
is well. Produced in a cabi- 
ches wide, 24 inches deep 
nches high, it has a white 
lid and top. Front and 


ire of baked white enamel. 
v-insulated hot water tank 
tatically controlled. 


ible Connector 
wed by National Electric 


Corp., Chamber of Com 


Bldg., Pittsburgh 19, Pa. 


LE, POSITIVE and cconomi 
| of connecting non-metal 


ILLINOIS 
GUY STRAIN 
INSULATORS , 


STANDARD TUBES : 
Glazed, unglazed, split, floor, split For best results use Guy Strain 


floor, headless, curved, crossover | | d b ili ‘ 
split, and crossover. Uniform inside nsu ators made y inols. 
and outside diameters. Sizes 1/2 These insulators are manufac- 
to 48'' long, 5/16 to 3°* diameter. 


d cable to device and out 
has been made possible. 
is No. 9049 “EZ” Con 
new product now avail 
ih clectrical wholesalers, 


if pressed steel, clectro 


ind is of the “rock-in” 





standing feature of the 


tured under rigid production 

&. control standards, from the 
: ca y= careful selection of materials, 
7 Biill Dog a 4 through all steps leading to a 
| top quality finished product. 


4 KNOBS 
‘ r . Knobs that don't 
¥, os ¥ ‘ chip when in- 


v stalled. Cement coated, temperatures eliminates in- 


Uniform firing at constant 


extra length nail—genu- 


CLEATS ae ecther washer. ternal stress. Available from 
Standord cleats of code standard. Wide large stocks of standard sizes. 


all sizes and types. variety of sizes. 


ILLINOIS 


tor is the design and ac- ELECTRIC PORCELAIN CO. 


100k that protrudes from 


plate, up through a ¥o 
ipper strap. When loom- MACOMB, ILLINOIS 


° eeese ee seme eeee ae eee meme meme ee me em eo eee em ee ee eee aee a ef 
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2-Gang 
Receptacle 


. | oa 4, 


S 
< 


Receptacle 


Single 
Receptacle 


GENERAL PURPOSE 


Plugs and 
Receptacles 


bd 


Fuseless } 
Plug bn 


For Portable Electrical 
° 
Equipment 

An extensive line of plugs 
and receptacles with cast metal 
housings and round prong con. 
tacts of rugged construction to 
withstand hard use and abuse 
in industrial plants. Fusible and 
fuseless plugs provide circuit 
breaking and disconnect sery- 
ice. 1, 2, 3, 4, 5 and 6 pole 
types available in 30 amp. 125 
Volt DC, 250 AC ratings. 60, 100 
and 200 amp. ratings up to 
600 volts for disconnect service, 
Also many special types for var. 
ied applications, 

Consult your Pylet Catalog 
1100, Bul. 1140-3, for complete 


listings. 





CONDUIT FITTINGS * FLOODLIGHTS 





THE 
PYLE-NATIONAL 
COM PANY 


1354 N. Kostner Ave., Chicago 51, Ill. 
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wire is inserted in the connector, the 
upper strap moves up and and en 
gages on the upper portion of the 
hook. ‘This movement forces the ?n- 
tcgral flange—which is ‘‘rocked-in” 
through the knockout of the box— 
to position itself off center. 
According to National  Fiectric, 
neither the top nor bottom integral 
flanges can be pulled through thc 
knock-out without first removing the 
cable from the “EZ” connector. 
This new connector has three 
nodes on the nner 
proyccts 


small gripping 


surfaces. Vhese ASSUTC 
a tight hold on the 
the danger of breaking 
sheaths and insulations. 

Underwriters Laboratories,  Inc., 
has listed the new connector for in 
stallation with loomwire or non-me 
tallic sheathed cables of sizes No. 
14/2—No. 14/3, and No. 12/2 and 
Ne. 12/3. 


without 
through 


cabl« 


808—Air Break Switch 


\lanufactured by Delta-Star [Electric 
Co., 2400 Block, Fulton St., Chicago 
12, Fil. 


HIS NEW VERTIC 
switch, “NIK-40," is 
blade, high 
It is said to incorpor 
features highly 
lv loaded circuits of present-day pow 
Claimed for it arc out 


standing clcectrical and thermal char 


pressure 
ManVY NCW 


desirable in the heavi 


cr svstems. 
ictcristics emphasized by a minimum 
of current interchange surfaces, and 
simplified, positive mechanical de 
sign cmbodving a minimum numbcr 
of parts. 


hese new switches are available 


in all standard voltage and amper 
ratings, for upright, :nverted or verti 
] 
i 


( mounting. 


609—Troffer Downlight 


Vlanufactured by Pittsburgh Refle« 
tor Co., Oliver Building, Pittsburgh, 
22, Pa. 

\ RECESSED TROFFER downlight for 
use in stores, offices and other place: 


where a concentrated light is desira 


ble, this unit is designed fo 
vidual, end, corner, cross-over 
line mounting with standard 
fluorescent troffers. It may 
stalled in accoustical and oth« 
of ceilings. 

The downhght, util 
cfficicneyv — silvered-glass 
and a standard 200-watt 
lamp, is adjustable in 
cle up to a 35° angle. 
shielding :s accomplished w 
centric louvers. ‘The housi 
square by 10” deep, is equip] 
knock-outs for simplified 
ment to the troffer. Whe 

its flanges are accuratel 


¥ the trorter 


810—Vacuum Cleaner 


\lanufactured by P. A. 
pany, 540 East 105th St., 
Ohio 


CLAIMED TO BE an cnt 
] = 1 ] 
vacuum cleancr bv the manu 
this model develops high 
combination with quict, 


ning. The swivel floor 


new and operates wit 
floating brush. All hosc 
connections are airtight—lo 
tion through leaks has be 
ated. 

Conncction of hose to « 
a three prong type, strong 
proof. An efficient filter 
dust. Well designed tool 
cluded with a new type o 
storage kit. 

[he motor is of the 
tvpe, with ball bearing p 
lubricant sufficient to last 


t 


811—Portahle Timer 


Manufactured by Paragon 
Co., 1618 12th St., Two Ri 
THis PORTABLE all-clect 
automatically shuts off win 
other portable fans after an 
lected time. 
Known as the “Portable 
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ion to the Paragon line of 
pre-sct Al’ Series timers for 
t attic fan installations. 

the portable feature, the 
is identical in construction 
ance. FEloused in a com 
lvzed aluminum case, th: 


ne 
HYDEE HANGER * 


\F is avelable in two time | hangs chain suspended industrial fixtures quicker, easier 


» 10 and O to 20 hours. 
A screwdriver is all you need... for new or ‘‘change-over’’ jobs. Fits 


colveninnt calle th standard 4’’ or 3%"’ outlet box or plaster ring. Self- grounding... you 
Eee a $165 can use 2-wire cord and plug. Complete with receptacle, two 


urn, 1s plugged into the ; i j 
a aietias col il LIST 5-foot chains, spring wire ‘‘S’’ hooks and cord clips. 
t 4 LO] Or Lil ¢ ”, 


sc, the timer cord is plug 


Day - Brite Lighting, Inc., 5435 Bulwer Ave., St. Louis 7, Mo. 
Nationally distributed through leading electrical supply houses. 


In Canada: address all inquiries to Amalgamated Electric Corp., 





_ 9 | ] } -] 
irc) provided the 
cnicnt mounting. Rub 


i 1] 


nt marring of wall and | Ltd., Toronto 6, Ontario. 
ces, or furniture 1f tim 
m its back. Rated at 10 — ‘IT’S EASY TO SEE WHEN IT’S 


race ke oe = Y-BRITE 
; = 
Al’ can be used with ae: DA 
f ” - . 


*Patent No. D-141024 
window fan. ‘ and No. 440914 
Underwriters approved. 


«gating 





tility Tester 
ed by General Electronic 
r Co., 98 Park Place, New 
York 7, N. } 





IF SO—WRITE NOW for the new 
HARCO 1948 CATALOG 


of complete up-to-date information 


on all makes of ELECTRIC 
MOTOR PARTS, BEARINGS 
BRUSHES, CAPACITORS 
COUPLINGS and PULLEYS 


LIMITED EDITION Due to Paper Shortage... 


an accurate, low-priced 
required by electrical 
laintenance men, motor 


ypliance repairmen and HARCO EQUIPMENT bod « B 
ae. el 


» the actual current con- 
the actual current con 2473 SHERMAN AVE., N.W., WASHINGTON 1, D.C. 
ny appliance or utility, 
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either a-c or d-c, and will measure it 
while the unit is in operation. The 
reading is direct in amperes. It in- 
corporates an ultra-sensitive direct- 
reading resistance range which will 
accurately measure all resistance com- 
monly used in electrical appliances, 
motors, etc. The range will enable 
continuity checks and tests for shorts 
and opens. Will read from a frac- 
tion of an ohm to 25,000 ohms. 


813—Outdoor Light 


Manufactured by Steber 
Broadview, III. 


Mfg. Co. 


A NEW, Low-cost, easily installed 
garden lighting unit is being intro 
duced, consisting of an amber globc 





mounted on a 24” shaft with an 8” 
push-in ground base to hold the lamp 
upright. 

The unit is known as the Floralite 
and is ideal for lighting fish ponds, 
barbecue pits, driveways, rose arbors, 
shrubbery, rock gardens, or to light 
hazardous steps, flagstone paths, etc. 


814—Megohmmeter 


Manufactured by the Cole Instru 
ment Co., 1320 South Grand Ave., 
Los Angeles 15, Cal. 


DESIGNED ESPECIALLY to mect the 
requirements of exacting high resis 
tance measurements in research, lab- 
oratory, production and maintenance 
uses, Model 1450 is sturdily con 
structed to assure permanent accuracy 
and constant operation under contin- 
uous handling and use in various ap 
plications. 

The instrument :s supplied with 
a precision, wire wound standardiz 
ing resistor against which it may be 
standardized at any time without dis 
connecting the object under test or 
changing the range switch setting. 
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Model 1450 utilizes a highly stable 
electronic bridge circuit which is sup- 
pled by a self-contained regulated 
power supply operating directly from 
an a-c line source. 

The voltage at the test terminals 
does not exceed 200 volts and varies 
with the indication. Provision is al 
so made for connection of an exter 
nal voltage source to extend the up 
yf the instrument. 

Over-all height including rubbe 
feet is 7% inches; width, 7 3/4 
inches; length including rubber feet 
and handle, 121% The in 
strument !s provided with a remova 
ble 6-foot a-c assembly and 
weighs 11.75 pounds. 


per range 


inches. 


cord 


826—Time Switch 


Manufactured by the Meter and In 
strument Divisions, General Electric 


Company, Schenectady 5, New York 
A NEW HANDY time switch, ‘Type 
'T-47, has been developed, rated 35 


amperes at 115 and 230 volts and 
timed and operated by the synchron 
ous, self-starting, permanently lubri 
cated ‘T'elechron motor. 

The new switch has wide applica 
farms (for regulating lights 
houses and brooders), in 


lights) 


tion on 
in poultry 
stores (for operating window 
and small industries (for controlling 
ovens and other small epuipment, 
and in homes and apartments (fot 
operating driveway and hallway light 
ing). 

Designed for ON and OFF timing 
of a single circuit, the new switch 
will perform one ON and one OFF 
operation during any 24-hour period 
ind will continue to do so daily with 
out adjustment. 

Che switch has a single-pole, single 





throw mechanism with large, silver, 
snap-action contacts. It is equipped 
with a large 24-hour clock dial easily 
read and adjusted. 
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825—Electric Heater 


Manufactured by the Nationa 
Casting Company, Touhy 


Lawndale, Chicago 45, I] 


A NEW NOTI 


ing is found in the new Heat ki 
portable fan-type electric heat 
Styled by a prominent inc 








designer, the new umit feati 
conti 
tiltins 


clusive directional heat 
adjustable height and 
Column may be raised or lo 


+ 


permit fan-forced heat at 
level. In addition, the head 


tilted forward or, backward 45 
to control angle of heat flo 

Instant heat is assured | 
thin Nichrome heating elem 
forced by powerful long-lif 
and four blade fan 
pitched blades for smooth, 


with 


cration. 

The new model is 23 inc! 
weight 8 pounds, and may 
carried from room to room 
venient built-in handle. N 
King operates on 1320 watt 
ly. Switch and full length 
attached to unit. 


815—Air Conditioner 


Manufactured by Frigidai 
GMC, Dayton 1, Oh 


A NEW WINDOW-TYP! 
conditioner, equipped with 
ate refrigerating systems has 
veloped. The dual refriget 
tems, operated by two he 
scaled, self-oiled Meter-M 
pressors, provide more th 
fourths of a ton refrgerati 
ty. Because they can be 
together or separately, acc 
the dictates of outside tem 
the cooling operation 1s 
economical. One of the 


. 


in heater mercl 
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1s Supplies adequate capaci 
a room during the night 
rate summer weather. ~ 


reuit Recloser 


red by James R. Kearney 
36 Clayton Ave., St. Louis 
10, Mo. 


to meet -the need for 
idaptable circuit recloser, 
has an unusually large oil 
carefully planned so as to 
on maintenance trips and 


BETTER EQUIP YOUR FARM 
— with “UNION” BAKELITE 


OUTLET BOXES & COVERS 


“UNION” Boxes and Covers 
are completely insulated and 
protect you and your live stock 


from shock and other 
electrical mishaps. 

These Boxes and Covers 

are specifically designed 

to resist the moist and cor- 
rosive conditions of base- 

. ments, barns and other 
epee ' =A farm buildings. 

d with these characteris For safety, durability and 
economy, specify “UNION” 
Bakelite Outlet Boxes and 
Covers, when wiring with non- 
metallic sheathed cable. 


No. 4059 THERE'S SAFETY IN “UNION” 


contact life by keeping a 
of installation value. Rug- 
ubstantial in construction, 
Recloser can stand heavy 
nts a factor which be 
nount in any discussion of 


| circuit recloser also has 


ttant features precision 
nechanism and _— selective 
ime sequence which allows 
ility in coordinating appli 
t has the ability to pick up 

outage, and guarantees 
ence with carrier currents 
ommunication and _ relay 


UNION INSULATING CO., INC. 
e-N'2.@4'8-)-10) 2c ee 





\itie Fan 
ed by Lau Blower Com- SOCHOSSSSHSSHSSSSSSSSSSSSSHSSSSSSSSSSSSSSSSSSS CSOSESSHSESES 


. Dayton 7, Ohio 


tHE newest addition to 

of the Lau Blower Com 
] 1 

yuplete package unit fol 

dwellings with low pitch 


BUT YOU CAN 
PROFIT BY IT 


Time alone builds reputation. For 39 years 
S & M Lamp Co. has been earning recog- 
nition for unsurpassed, built-in quality. 
That means longer service .. . cuts replace- 
ment costs. There's an S & M Lite for 
every type of installation. Specify S & M 
“Red Caps” for the best in floodlighting at 
the lowest overall cost. 





} 


cannot be satisfactorily 
ther means. No. 1052 YCAL 
designed for these Flood-Lite 
I” spots, the “Rancher” 
nany new and desirable 
as a fire-resistant sheet 
1, air-tight cushion seal, 


earings for all moving 


bladed fan is horizontal 
h vertical air flow and 
Simple and easy to put 
any ceiling where only 
s of the automatic ceil 


- SsMLAMPCD-.. 


119 WEST 36th PLACE + LOS ANGELES 7, CALIF. 
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A. C. ANYWHERE 
With Katolight Plants 
ROTARY CONVERTERS 









change D.C. 
to A. C. for 
operating 
radios, pho- 
nographs, 
amplifiers, 
television 
sets, record- 
ers. etc. 


2. 













500 watts to 
50 K. W. Al- 
ternators 500 
watts to 200 
K. W. Speeds 
720, 900, 1200 
and 1800 R. 
P. M. 


= 
A. C. MOTORS 

142, 2 and 3 horsepower, single and three 
phase. D. C. Motors — 1/4, 1/3 and 1/2 
horsepower. 


Write today for 
Katolight products. 


KATO 
ENGINEERING COMPANY 


1407 First Avenue 
Mankato, Minnesota, U. S. A. 











latest information on 




































Improved Sherman 
, ARMOR ROD CLAMPS 


/ Made of special silicon aluminum 
| alloy. Exceptionally high tensile 
strength and corrosion resistance. No. 
R-101 has pure copper liner in small 
groove. Large groove for #6 to 1/10 
ACSR over armor rods. Write for 
Bulletin 25. 

H. B. SHERMAN MFG. CO. 

Battle Creek, Mich. 


































ing shutter are visible from below. 
The Rancher has four 30” blades, 


powered by a 1/3 H. P. motor, with 


a free air 


C.F.M. 


820—Fan Heater 


Manufactured by ‘Titan 

ing Co., Inc., Buffalo 2, New 
A NEW Tiran 1600 watt px 

space heater, featuring both 


delivery ratng of 6900 


Manufactur 


York 


wrtable 
fan- 


forced and radiant heat, is being offer- 


ed as a companion 

Titan “500”. 
The additional 

sates for normal 


wattage 
voltage 


linc 


model to 


the 


compen. 


drop 





and decreased voltage supply 


result 


ing from local power shortages. 


linished in smart baked 
tone enamel, both these Titan 


hammiect 


porta 


ble space heaters are equipped with 


a plastic carrying handle, guarded in 
dicator tvpe switch and an unbreak 


able rubber cord and plug. 
Listed under the 
service of Undrewriters 


re-examination 
Laboratorics, 


Inc., both the 1600 watt and the 1320 
watt models operate no 110-120 volts, 


60 eveles, A. C. 
4” Height—10”; Width—14”. 


817—Multi-Breaker 


Manufactured by the Square D 


Dimensions: Depth 


Com 


Detroit 11, 


pany, 6060 Rivard St., 
\lich. 
Two OUTSTANDING features arc 
claimed for this new type multi-break 
er service and load center. 


I irst: 





“Ad-on” units which permit 
to be added or changed to sa 
quirements. Second: high 
thermalmagnetic (coilless) trip 

The new type MB+4 consis 
double polarity, four-pole bas 
with provisions to receive for 
single pole “Ad-on’’ units 
sands of circuit combinations 


made from only 33° standa 
units and three “Ad-on” u 
readily stocked. 

“Ad-on” units are plugge 


main terminals. ‘This methoc 


ing circuits to the basic unit 
installation cost of future ci 
elminating the wiring, 
nuts, and bushings required 
stallation of additional 
V1CCS. 

Phe multi-breake 
lighting 


Nipp 
scp 


Can DC 
direct switching of 
well as 
Singl 


ance circuits as ti 
circuit: protection. 
calibrated 15, 20, and 30 a 
accordance with the 1947 
Electric Code wire ratings 
pole 40 and 50 ampere cit 
individual trip. 





New Electrical Bo: 





American Electricians’ 
Handbook—6th Edition 
By Terrell Croft; revised by 
C. Carr. Published by Met 
Book Company, Inc., 230 W 
St.. New York 18, N. Y. II 


1773 pages. Price, $6.00. 


levy ] 
cChidargead 


l'HIS IS AN 
of a well known publicati 
long been considered the 
man’s handbook on electric 
In this revised edition, the 
have endeavored to continu 
ginal purpose of the handl 
is to provide a compilati 
information 


matcrials 


and on elect 


ment and 


out the use of advanced n 
and arranged so as to be 
possible for the intclligent 


installation, maintenance, 
tion of clectrical equipment 
Vhis sixth edition of the | 


has been carefully checke 
vised so that it will be in 
with the 1947 edition of 


tional Electrical Code. 
Approximatcly 250 pages 
lv new material, including 
illustrations, 
entirely new 
electron tubes and circuits } 
is one of the important n¢ 
covered. Other newly addc 
includes information on 


] ) 
nave been a 


section on 





ELECTRICAL SOUTH for AUGU: ”, 1948 


} 


we 


ks 


lifford 
iw-Hil 
t 42nd 


strated. 














Power 
Volum 
Stabili 


By Edw 


John ¥ 
AVe.. 
Price > 


LHI 


Eleetri 


Diagra 


Pby Ben 






Data Pr 
lanta, 


! 
} looselea 






ELECTR 


motors, dry type transform- a 

enter distribution centers, a 

ving “KNOW HOW” LOWS 
- | p) 


Power ®%ystem Stability 


Volum I, (Elements of agndt Magy 
Stabili Caleulations) 

By Edw od W. Kimbark. Published by 

John \ cy & Sons, Ine., 440 Fourth ! 

Ave. N York 16, N. Y. 347 pages. %e x 
' & us, opt® 


Price > 0. 


st of a three-volume work 


1¢ important phases of in sag 
blems in electric power! SHUTTER 


\n explanation is given of 


Iculate different types of FAN 


ts, both by the standard Pes | ‘caches Oat 


svmimitrical components 
newer method of two SYSTEMS — 
linates. Dr. Kimbark de 
data arc needed for a Engineered... Tested... 
ard stability study and Job-proven ... Sized for 


in them. A thorough dis d 

yresented on the relative every nece... 

uiteremt types of faults on Don't just sell ANY attic fan — sell the RIGHT SIZE and type attic fon SYSTEM for 

ms stability. In addition, complete customer satisfaction. There is a WIND-WAY system for every job 
contains curves largely complete with fan, suction box, trap door, grille, moulding, fire fuse link and 

: shutters. Easy to install a complete and proper installation in any house. 

SAVES money MAKES money! 


the need for computation 
ives of two-machinc sys 
cll as an abundance of 


iblems and — illustrative 


FAN AND VENTILATOR CO. 
531 St. Joseph St. ¢ New Orleans, La. 





Electrical Code 
Diagrams—Book 2 


By Ben 4. Segall. Published by Code 

Data Publishers, P. O. Box 247, At- 

lanta, Illustrated, 151 pages, 
S looseleat vinding. Price, $3.00. 


ND book in the serics by 
vers the important Cod< 


230 on Services, and 


Q)\ I é I te 11. tr t th- 
cercurrent | Ot ct construction to with 
+ 


mitains nearly 300 draw 2 - , stand the severest service conditions. Safe, 
ng and explaining the Sg pins trouble-free performance. 
The 8%4-inch by 11 ; Advanced features include: Receptacle has fully protective 
ns ’ i hinged cover and gasket, strong spring keeps door closed 
7 permits the use of , te and dust-tight, solderiess terminals with metal shield for 
ms where required. ‘5 protecting terminals, compact design, yet large capacity. 
vas written to serve bot] Me: Plug contacts are precision-machined, self-wiping, and 
i tr tie etlileis te ' self-aligning, and positive grounding. Adjustable cord 
kK TOI 1OSe \ : ll s ( ° : grips eliminate strain on connections. Locking is auto- 
rstanding of the Codc 440 VOLTS. Be matic and positive. Plugs and connectors entirely steel- 
reference for those who A.C. clad, cadmium finish and with dust-proof protection. All 
apply the Code rules. interiors of molded phenolic materiai. 
s a text, the author re 
iat the book be studied 
n with a copv of the 
trical Code, since this 
it devote Space to the TC 


Code text itself. eo ; Ye: . Write for 
f binding permits the ee gt . “a BULLETIN EL 446- 11 
ought up to date when 
Code are made in the 
the intention of the 


s) ] -VISC ages at oren al 1 1 rur aa ih 
ene penn gee RUSSELL & STOLL COMPANY. INC. 


Sold through Electrical Jobbers 
Sales Representatives in Principal Cities 


ok } we ' Precision-Built Electrical Equipment 
OOK In the serics cover- 
00, 210 and 220. 125 BARCLAY STREET, NEW YORK 7, N. Y. 
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Ready For More Sales... 
More Satisfied Users 





NALCO 'Nx’ LAMPS 
Day after day, dependable Nalco 


Infra-Red Lamps are adding to their 
list of satisfied users through consist- 
ent, efficient service. Time tested and 
job tried, they’re especially designed 
for industrial use with long-lasting 
carbon filament and sealed, reinforced 
base. For more industrial business, 
feature the favorite — 


Nalco Infra-Red Dritherm Lamps. 


a 
PS 


Nalco Infra-Red 
Lamps are avail- 
able in a variety 
of styles, either 
inside silvered 
self - reflecting), 
or clear glass 
type (for use 
with reflectors) 





Carl Henry 
170 Ellis St. N. E., Atlanta, Ga. 





NORTH AMERICAN 


1041 Tyler St. St. Louis 6, Mo. 














Its a Gact! 
ILSCO LUGS 


ARE 
10% to 20% 
COOLER 


than the heavy cast 
lugs you now use. 







PROVE IT 
TO YOURSELF 


WRITE FOR SAMPLES 
and the Ilsco 54 page illustrated catalog. 


SOUTHERN REPRESENTATIVES 
Verlyn H. Branham J. P. Lumpkin 
180 Interlocken Drive 248 Tranquil Ave. 
N. W. Atlanta, Ga. Charlotte 3, N. C. 
COPPER TUBE 
& PRODUCTS, Inc. 


CINCINNATI, OHIO 






















Better Service Means 
More Sales 
(Continued from page 39) 


“and it’s a cinch none of our men 
want to make return trips to the shop 
unnecessarily.” 

Although the trucks carry so large 
a parts inventory, the center bed is 
clear for hauling in refrigerators and 
large appliances to the shop. ‘I'wo of 
them are combined with a stake truck 
and a 3-wheel motor scooter for fast 
service, and more are on order. 

Surprisingly, with a_ profit-sharing 
plan and expensive truck equipment 
backing up the shop, Britt’s service 
rates are not high. Repair work out 
in the home or store is charged at 
$2.50 per hour, helper $1.50 per 
and the shop rate is $2 per 
hour. ‘The secret is merely volume-— 
a steady stream of calls and work 
coming in which keeps every man on 
department 


hour, 


his toes. The service 
helps to pay its way by making many 
additiona. appliance pros 
pects an outside specialty man might 
never contact. 

Volume is obtained through good 
promotion and_ advertising. Every 
day radio spot announcements, con 
centrated on a 
heard on an Orlando 
there is a newspaper ad on a specific 
repair subject daily in the city news 
papers. Mr. Britt is well-known in 
his home community, and _ friends 
have passed the word along. Last, 
but not least, the topnotch quality of 
his repair output has earned a good 
deal of friendly recommendations 
from Orlando refrigera 
tion users and 

Out on the job, every Britt service 
man wears a uniform of dark blue 
trousers and light blue sport shirt, in 
addition to using a floor 
cover to protect the house. Tis sales 
training has prepared him to discuss 
appliance problems intelligently. 


sales to 


single :tem, can be 
station, while 


commercial 
housewives. 


Canvas 


He Backs His Ethies 
With Cash! 


(Continued from page 37) 


to violate this code. Such courtesy 
requests positively cannot be grant- 
ed. We are wholesale only, strictly, 
absolutely, and without exception.” 

Below this, the statement shows in 
bright red letters the words “Warran- 
ty of Adherence $1,000 Forfeiture.” 
The final paragraph states, “Should 
any of our dealers cite to us a viola- 
tion on the part of the management 
of the above code, we agree to for 
feit the sum of $1,000 payable to 
any charitable organization of the 
complaining dealer’s own choosing.” 


Below is the signature of the 
Cy Shobe. 

Shobe, Inc., has recently 
pleted a beautiful new build 
Memphis, wh'vh is remarkal 
its ultra-modern front, and t 
shaped display windows show 
frigerators, ranges, washing m 
traffic applianc 
firm. ‘The | 


radios, and 
buted by the 


is done in red and _ gravy, 
scheme carried through on 
heads, invoices, etc. A 30 


conditioning system keeps th 
cool and comfortabk 


rooms 
the summer months, with 
music” also supplied. Ihe 


organization maintains 

window displayman, who cha 
plays twice a week, for a fr 
catching new display. Eacl 
Shobe, Inc., 
titled ‘The ‘Vopflighter” wh 


to 2500 dealers in the mid-s 


publishes a hou 


pliance sales territory. 


Confidence through 
Training 


(Continued from page 


scriecs of sales management 


issued by the company’s 


and merchandise department 
express benefit of the reta 
Hach issue is devote: 


interest to tie 


dealer. 
matter of 
wishes to improve his s« 
gram. 

\ recent typical bulletin 
cular emphasis on the fact 
present supply and demand 
is not likely to last much 
in anticipation of this, the f 


dealer would do well to bi 
Titled “Evervone Will N 
Control,” the article de 

advantages of having an 


well organized system of in 

on prospective customers 
Briefly, the Sell-Conti 

consists of a neat and con 


file containing two sects 


One is a numerical index { 
of the month and the 

alphabetical index. ‘Th 
every good salesman is to 


prospect into a custome! 
he must the 
needs, buying motives, ct 
down all the information h 
about the prospect on th« 
trol card assuming, of 
he cannot sell the prospect 
then. 

He now 
Control index 
he should make a 
When that day comes arot 
moves the card, refreshes 
ory about the prospect and 


discover 


files the card 1 
under the 
follo 
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Des 
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E installat 
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lamps v 
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or flush 
equippe 

S Laborat 

















8: 








ELECTR 


cash in on Summer Gripes... 











OPTIONAL-TQ ROOF °*7""$ 
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TO TURN AIR ST 
TO ROOF 


“BPltte 
with 


ELECTRIC CEILING 
VENTILATOR S 





Even an attic fan won't solve the prob- 
lem of kitchen ventilation. Cooking grease 
and odors must be removed at the range— 
not circulated through the house. Right 
now, owner demand for Blo-Fan kitchen 
ventilation is at its peak. Summer heat, 
plus greasy fumes, plus odors make Blo- 
Fan ventilation a necessity ...and... 
every Blo-Fan installation brings you 
profit equal to 10 to 20 additional outlets. 





Cash in on summer gripes—Install 





Write for the name of your 
nearby Blo-Fan distributor. 


PRYNE & CO., INC., FACTORY, POMONA, CALIF. 


Blo-Fan, combination fan and blower... 
in the kitchen ceiling . . . directly over 
the range. Blo-Fan roughs in between the 


ceiling joists like any fixture box—utilizes 








standard 3'5 x 10 ducting—exhausts 
through roof or outside wall. Don't over- 
look Blo-Fans for the bathroom, den, and 


laundry. 





Tecemcbed te 


FLUORESCENT LIGHTING 


HL4-9¢ 

Desi ed to establish a new standard in fluorescent light- 
ing—to more smooth, shadowless light for every critical 
installat offices, drafting rooms, laboratories, depart- 
ment st . The new Eastern Slimline Luminaire HL4-96, 
with 4 | athode tubes and 200 milliamp ballasts and the 
Eastern ver Luminaire L4-40, with 4 standard fluorescent 
| lamps wi ive more light at lower cost! 
Suitable individual or continuous mounting, suspended 
or flush iged louvers make maintenance easy. Can be 
F equipped ith top reflector. Approved by Underwriters’ 


S Laborat 
Litt FIXTURE COMPANY 


BOSTON 20, MASSACHUSETTS 
REPRESENTED BY—S. L. BAGBY CO. 
EST MOREHEAD STREET CHARLOTTE 1, N. C. 
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SNUG-FITTING 
AUTOMATIC 
SHUTTER 


Completely weather-stripped a- 
round the inner edge of the frame, 
preventing the entrance of wind, 
rain, snow and insect pests. It’s 
the tightest fitting shutter on the 
market. Entirely free from louver 
flutter. Sizes from 8” to 72” 
square — also rectangular. 


PROMPT SHIPMENT 
OF STANDARD SIZES 





f 


CITY 


—_ — et aie 


“Echo” Automatic Ceiling Shutters 


Used for attic ventilation. Installed in attic floor at the base of a 
penthouse, the louvres being operated by the suction of the fan. 


ELGO SHUTTER & MFG. CO. 


2738 W. WARREN DETROIT 8, MICH. 



















WIRES and CABLES 
Long Life with Safety 


@ EXTREME FLEXIBILITY 


@® LIE FLAT—no interference 
with working parts 


@ KINK AND TANGLE FREE 
@ ENGINEERED FOR THE JOB 
@ FREE STRIPPING 


QRONGA, with du Pont © 


Neoprene jacket resists oil, sunlight 










—abrasion and cutting in rough use. 






WHOLESALERS. Bronco is a fast mov- 
ing, profitable line — nationally adver- 
tised to dealers and users. Catalogue 
sheets for your salesmen and customers. 
Pamphlets, circulars, cuts and other ad- 


22 


vertising matter available to 
help you sell. Write today for 
name of nearest representative. 





Manufactured by 


WESTERN 
INSULATED WIRE CO. 
1001 East 62nd St., Los Angeles 1, Calif. *‘ 





FOLDING DOUBLE CUPPED 
* WASHER LUGS * 


1 4 ee de 









NO SPECIAL TOOL REQUIRED 
ZN. ig ; a 
mma Or) 


Li 
t 
4 







6 


WRITE FOR BULLETIN 8-DF 
KRUEGER & HUDEPOHL 


Solderless Tarminal Lugs and Connectors 
VINE AT THIRD—ES * CINCINNATI 2, OHIO 





wy 











call. 


that pertinent information about the 
prospect may have becn lost. It is 
all there in his Sell-Control index 
file to remind him. 

When he 
prospect an appliance, he has pei 
formed a most important transforma 
tion. Because now the prospect has 
become a customer of the and 
with proper follow-up can remain a 
many of the 


the store. 


succeeds in sclling the 


store 
valuable customer for 
other products carried by 

At this point, 
off the little 
“Prospect” card and lo and_ behold, 


the salesman tears 


; ' 
flap on what was a 


it becomes a “Customer” card. No 
time is wasted to make out a new 
card or record. All the original in 
formation of importance is still there 
plus a record of the sale and am 


additional prc-approach information 
the salesman may have been able to 
dig up. 

Ihe card of the customer ¢s 
now filed three days ahead of th« 
date the appliance is to be delivered. 
Why? Because it will remind the 
salesman to make an After-Salk 
on the new customer within the prop 
er time. Nothing :s more important 


to establish 


new 


1] 
Call 


satisfaction and 
hold the 
tomer as a permanent customcr. 

After the salesman has 


After-Sale call on the new 


uscl 


good-will and to new cus 


made hi 


custom«e 


he files the Sell-Control card in the 
alphabetical index. Every now and 
then he will revicw these customer 
cards for follow-up calls. For in 
stance, when he finds that a certain 


customer should be ready foi 
additional appliance, h¢ 
card and arranges for an appointment 
in the 


SOmEC 
removes the 
customer’s home or in. the 
store, 

Or Iet us assume the dealer receiv 
cd a good supply of tumbler drvers. 
By checking the customer file, a sales 


man can soon discover which ones 
would most likely be in the market 
for one. ‘Those who have an electric 


water heater, for instance 
would no doubt be the best prospects 
because they already 
wire 220-volt circuit. 


range Or 


have a_ three 


Maintaining this prospect and cus 
tomer file is not only very casy and 
simple but it will give cach salesman 
the kind of control 
work which he needs for volume busi 
ness. He can plan cach day’s work in 
advance. Instead of depending on 
memory or a haphazard assortment 
of notes for his approach informa 
tion, he has it all filed orderly and 
permancntly in the Sell-Control  sys- 
tem. 


over his sales 


There is no danger that he 
may have forgotten to follow up or 


There are two things eve 
pliance salesman needs when 
ances will again have to be s 

1. An adequate supply of pr 
to which new prospects are co 
added. 

2. An adcquate supply of 
mers to which new customcrs 
stantly added. 

he Sell-Control 
reminder for the 
up his 
them into customers and to f 


svstcm 
salesman 


+ 


prospect list, to t 


on every customer whose ci 
he has gained. 

\ salesman’s 
dustry can be measured br 
ber of good prospects he is 
iv able to obtain 
If the number of 
his Sell-Control 
bound to bc 


compctencc 


ind idd t 
prospect 
svstcm falls 
his sales are 


have trouble ke 


ind he may 

wolf from the door. 
Everv customer was on 

pect. But almost every cust 


remain a prospect for many 


rt 


appliances. ‘Therefore it 


Sdiesman 


important for the 

up a good customer list an 
it constantly as well as t 
good prospect list and ke 
new prospects. We belie 
Scll-Control svstem will be 
aid in these cndeavors. It 
constant reminder. It p 


orderly and simple method 
ing records of prospect 
And it 


te] } £ rt 
trol fis sales cfforts. 


mcrs. enables hin 


Three Ways to 
Better Business 
(Continued from page 


Such 


to jobs 


help consists in 
within t 
business, aid from 


and experts who visit thc 


sist 
hat bran 


supply 
cussions with other firms 
jobs and with the men wh 
work on those iobs, distribu 
literature put out 


facturcrs, associations and 


technical 
by specife references to t 
urticles covering such jobs 
chanic 
Veale. 

The third 
closely with the second just 
—it’s the government dou 


may be specializing 


busine Ss builc 


postcard which every cus 
celves upon completion of a O 
section of the card contain 


lowing message: 

“We wish to thank 
ing us to do vour clectrical 
would appreciate it very mu 
would fill out the attached 


Vou 


\\ 
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ILTRY SUMMER HEAT 
‘INGS COOL PROFITS 


| R ot bY, 
H: Y He 


Op ressive 90° weath- 

i or se) . people on fans— 

i amar designed REX 

iW-l6 Portable Window 

Ifans oll them on your 
; jans Resilient hub- 
fmom -d 1/25 H. P. Red- 

mone motors mean long 

servic .. four over-lap- 

ling luminum blades 
N bring fficient service. A - 
Raper | switch to control air velocity and front-rear 
safety crilles are more features that mean better 
sales. \\ rite for complete catalog information and 
prices VOW and cash in on this growing demand 
for co 1 summer comfort! 


TVELVE MODELS AVAILABLE 14” TO 50” 


D 
The Cleveland Heater Co. : 
Superior Ave. Cleveland 14, Ohio 























e@ A complete line of Ther- 
moplastic Insulated Wire 
meeting — specifi- 

: cations. nderwriters’ 

Bauman-Worth Corporation || 2pprovea 

@ Immediate delivery on all 

types — T and TW, TF, 

TFF, POT and _ twisted 
for multiples. 

@ TW is the most economi- 

cal wire to be bought to- 

day for wet location 


E ectrical Wiring Devices specifications — priced 
same as T. Types T, TW, 


serving the @ Friendly, prompt, reliable 


LECTRICAL WHOLESALER ee 
Paul Sherrill, P. O. Box 38, and others are 


: : Greensboro, N. C. for Virginia 
New improved items and the Carolinas; Henry W. auvatlable 
. . Clower, 375 Whitehall St., 
Now in production Atlanta 3, Ga., for the South- You 
eastern states; R. J. Keely 
Write for your catalog to: Co., 1104 Hamilton Ave., St. 
5 Louis 12, Mo. for Mid-South. 


‘Wewweure | CHEMCLAD 


Thames Street, Brooklyn 6, New York 











| 
| 
| a dependable source 
| 
| 
| 
| 
| 
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return it to us. We are always striv- 
ing to better our service and would 
like to have this information for 
our files. We thank you very much 
for doing this. Yours sincerely, Veale 
Electric Company.” 

The other half of the card is print- 
ed with the firm’s mailing address 
on the stamped side. The reverse 
side carries the following printed ques 
tions for the customer to answer: 

Was the service satisfactory? 

Was the service epoca 

Was the electrician courteous? 

Would you call us again for yom 
electrical needs? 

Any suggestions for improving our 
SCTVICces? 

Fifty per cent of the cards are re- 
turned to Veale Electric Company 
signed by the customer and with 
comments on the job and the man 
who did the work. About one-half 
of one-percent express a complaint of 
one kind or another and most often 
this is a dislike of the electrican’s per 
sonality; but Eaton feels one-half per- 
cent is low enough to mean nothing 
more than a difference of opinion. 

“Tt’s the best 
method we have ever used,” 
“in addition to being a sure way of 
checking up on the _ thoroughness 
with which the job was done and the 
courtesy extended by our electricians. 
Too often things happen which the 
firm never hears about because the 
employee certainly won’t tell of them, 
and the customer would rather forget 
the whole matter than make a_ per 
sonal call concerning the trouble. 
Such a case almost always results in a 
Jost customer for the future.” 


business building 


he says, 


These cards have also been a good 
business builder in that many will re- 
turn to the off ce with a query about 
another job and the accompanying 
costs. Sometimes such questions on 
the cards will come in months after 
the original job was completed. ‘The 





Cibo 


Anti-Corrosive Paint 
for 
Galvanized Structures, 
Including Fences, 
Applied in a single coat 


Cibor Inc. 





HACKENSACK, N 


customer was satisfied, put the card 
aside and when thoughts of another 
job occurred, he remembered the card 
and brought it out. 

“That little card pays us excellent 
dividends and it costs but two cents 
plus the printing cost charged against 
every job,” Eaton says, “and in my 33 
years in the electrical contracting 
business I’ve never heard of a_ busi 
ness-builder which could be used at 
so. little cost and with such good 


results!” 


Channel Type Fixture 
Featured in Mill 


(Continued from page 32) 


Prior to the installation of these 
fixtures, certain of the 
lighted wth Cooper-He 
witt mercury lamps. It was found 
that the finer gauge thread could not 
be seen under the old lighting with 
out supplemental lights, while under 
the present installation, hose of the 
sheerest quality can be manufactured 


fluoresc¢ nt 
areas WCTC 


with ease. 


‘Safety Wiring 
By Feltus”’ 
(Continue d from page 35) 


promotion as well In 
announce 


heavy audible 
the form of radio spot 
ments wh‘ch begin and end with the 
slogan. 

On the _ vear-old 
Feltus Electric Company plays up its 
emergency 


radio program 
home service department, 
repairs, attic fans, lighting fixtures, 
and all departments in rotation, but 
invariably brings out the “Safety 
Wiring” theme at one point or an 
other. Catchy slogans of other types 
are also used to call attention to elec 
trical service. ‘The company runs a 
panel-body rolling shop for emergen 
cy trouble shooting which is available 
for 24 hours a day. On the air, 
short, terse reminders, such as “If the 
Lights Go Out Tonight, Call Feltus” 
are used to bring in this business. 
The company participates in many 
civic programs, running full page 
ads in programs, folders, etc., and 
sponsors a steady stream of news- 
paper ads built around the slogan, 
and listing the all-important subsidi 
ary departments. 

Of all these developments, perhaps 
none brought the ‘Tennessee contract 
ing firm more publicity or apprecia- 
tion than the recent installation of 
Memphis’ first radio-telephone _ sys- 
tem to give speed-limit emergency 
service throughout the city. ‘The ra 
dic-telephone equipment was installed 
in November, 1947, in the “hot 


shot” truck which carries a co 
inventory of repair parts and y 
mediately the subject of ney 
articles. Through co-operatio 
the telephone company, Feltu 
tric Company can contact th 
wherever it is in service by 
calling a special number over 
circuit. Both a bell and a lig] 
have been installed; so that 
event the mechanic on duty 
from the truck at the momen 








GOOD BUSINES: 
FOR SALE 
IN WEST TEXA 


$13000 will buy the oldest «stab. | 
lished electrical and sporting ood. | 
business in ciiy of approxi)natel | 
50,000 people located in hexithies | 
spot in Texas. Reason for sling, | 
age and failing health. For (etail. | 
write Electrical South. Box 628 Gray | 
Building Atlanta 3, Ga. 








WASHER PARTS 
FOR ALL MAKES 


Our New Complete Catalogue —| 
Only $2.00 Refundable Anytime. 


Starr Electric Supply Co. 


Capitol & Crawford 
Houston 3, Texas 


“Member: Appliance Parts 
Jobbers Association. 








ELECTRICAL ENGINEERS 


Graduates, experienced in 
engineering and economic st: 
steam-electric power plants and high 
voltage substations. Also, engineer | 
experienced in power system relaying | 
and in preparation of specifications 
for switehboards and _— switchgear. 
Please submit resume to Personnel 
Department, Ebasco Service | ncorp- 
orated, Two Rector Street, N York 
6, New York. 








ONE SOURCE OF SU 
706 Crawtord Ave., Houston 3 
Goodrich White Wringter Rolls for 

WASHER & CLEANER PART 


STARR 
ELECTRIC SUPPLY 














FOR SALE 


Three General Electric Induction 
Regulators, Type IRS, Form V, Siar 
60 ae Outdoor Service, 72 KV-A 

for 2400 V — 600 A, R-5%, L-5%, or 
300 A, R- 10%, L- 10%, immediate 
Phone or write Albert Boyd, Supe 
Electric Plant Board, Franklin, Kent 
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ed light, visible from outside 
is kept glowing until he 
ie In. 
singly, the radio-telephone 
cy truck proved its worth al- 
imediately following the in- 
1, when fire damaged elec- 
quipment in the McLaren 
1 downtown Memphis. When 
is rushed out for emergency 
the truck was by coincidenc« 
ess than than a block away, 
ictually on the job within one 
fter the Feltus office relayed 
Needless to sav, this made 


and helped to push along the Feltus 
name and slogan. Military-sounding 
“Rogers” and ‘““Wilcos” are constant- 
ly heard in the Feltus building, as 
the two-way transmitter between 
truck and office is used for ordering 
parts, detailing emergency calls, and 
a dozen other operations. 

With David Feltus an active pilot, 
the company gained considerable 
recognition when parts badly needed 
on a huge industrial installation at 
Clarksdale, Miss., other 
transportation could have — scrved, 
were flown down by the boss himself. 


where no 


at long distances from Memphis, get- 
ting there first vi,’ private plane. 
Many of the 11 te 14 regular staff 
electricians have been flown to and 
from. the job in these instances. 
Firmly entrenched with a_ variety 
of special services, home electrical 
needs, lighting fixtures, attic and ex- 
haust fan systems, etc., back'ng up 
residential, commercial and industrial 
clectrical installation, Feltus Electric 
Company has capitalized on natural 
promotional assets to become one of 


the best-known electrical contractors 


lumns in Memphis as weil, M:. Feltus frequently bids on jobs of the Mid-South. 








BAKELITE WIRE CONNECTORS 


Fully Approved by Underwriters Laboratories, Inc. 
No further need for substitutes. 
We offer a complete line of economical and dependable Bakelite 


Wire Connectors in various sizes for practically all jobs in 
electrical wiring. Write for revised prices and catalog sheet. 


Available through your local jobber 


Hi-Scale Products Corp. 


217 Centre St., New York 13, N. Y. 
Southern Representative, A. M. (Amo) Orlick, P. O. Box 1033, Sanford, N. C. 














TIME TO ACT £ 


Make your plans now to attend the 20th 
nual Meeting of the Southern Section, In- 
national Association of Electrical Inspectors, 
‘idelberg Hotel, Jackson, Mississippi, Octo- 

18-21, 1948. 


This four-day meeting, crammed with Code 
cussion and talks on practical Code matters, 

provides an unexcelled opportunity to bring 
wself up to date on Code requirements, and 
obtain expert opinions on difficult Code 
blems. 


A/R-FLO 


AUTOMATIC 


CEILING SHUTTER 
FOR ATTIC FAN 


Built so they can be installed practically 

viush with the cei:ing, AIRFLO Ceiling Shutters 

present a refined, tinished appearance. Their 

natural aluminum color blends with any dec- 

oration, eliminating need for pang, and no 
u 


Write today directly to the Heidelberg 


el for your reservations. 


Everyone in the electrical industry is eli- 
for membership in this Association, 
ted to the safe installation and use of 

ricity. If you are not now a member, 
grille or winter cover is required. rnished 


» te for complete details. Address your in- O's Gittecent widthe, single panel wp te 73° 

y to: long. No operating mechanism shows. Built- 
in fusible link. Meets fire underwriters re- 
quirements. 


WRITE FOR NEW CATALOG 43-B 
Illustrations and details of the complete AIR- 
Fv tine. 


A. M. Miller, Secretary 
Southern Section, I.A.E.I. 


© 0 West 30th St., Richmond, Va. 





Air Conpitioninc Propucts Co. 


2340 W. LAFAYETTE BLVD. - DETROIT 16, MICH. 














ELECTR:CAL SOUTH for AUGUST, 1948 





ADVERTI! 


ER’S 


INDEX | 





The Advertiser's Index is published as a convenience, and not as a part of the advertising contract. 
Every care will be taken to index correctly. No allowance will be made for errors or failure to insert. 


A 


A-P Electrical Devices Cory bd 
Adam Electric Co., Frank i 26 
Air Conditioning Products Co. 81 
Air Controls, Ine. : 79 
Air Cooling Engineering Co. * 
Air Equipment Co. * 
All-Steel Equip., Inc. = 
Aluminum Co. of America 4s 

“a 


American Cooliar Corp. . 27 
American Machine & Metals, 





DeBothezat Fans Div. . 
Anaconda Wire & Cable Co., Inc 7 
Asplundh Tree Expert Co * 
Associated Business Papers 
Automatic Washer Co . 
B 
B & C Metal Stamping Co 6? 
Bar-Brook Mfg. Co. 

Bauman-Worth Corp. 7 
Bell Electric Products Co. 
Bendix Home Appliances, Ine. 

jenjamin Electric fe. 

Co. Inside Front Cover 
Rerlite Fixture Company 83 
Blackburn Prod. Corp., Jasper 
Briezel Method Tool Co 59 
Bright Light Reflector Co., Ine. : 
Brockman Mfg. . 
Buffalo Forge Co. 

Bull Dog Elec. Products ¢ 9 
Burndy Engineering Co. ‘ 
c 

C. & H. Air Conditioning Co., Ine. 
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ASHING MACHINE PARTS — ALL MAKES 


>ROMPT SHIPMENTS 


DISTRIBUTORS — Goodrich Wringer Rolls 
Gates Belts 
T-K Range Parts 







Electrical Appliance Parts 


St. N. W. ; __ Washington 1.0.C. 











Si. MLINE 
AVA ABLE FOR 2—4—6 TUBES 
SUS’ NDED OR SURFACE TYPE 








IMMEDIATE 
DELIVERY 
SOLD THROUGH RECOGNIZED JOBBERS ONLY 


STA-BRITE FLUORESCENT MFG. CO. 


325 N. W. 22 LANE MIAMI 34, FLORIDA 








For a complete line of inexpensive 


Residential Lighting Fixtures 





write for Catalog No. 47 





YOUR GEMARATOR 
AND» 
‘MOTOR BRUSHES 


HERES WHY 


Our organization develops 
and manufactures brushes 
from the raw material to the 
finished product. Although we 
carry standard items in stock, 
we also maintain a complete 
engineering staff to assist you in the 
selection and application of correct 
brushes for your equipment. We base 
our 30 years of reputable existence 
upon our SERVICE to INDUSTRY. Try 
Ohio for your brush requirements. 


i 1000 Peach Tree St., N.E. i a hore Dr. 
James Millar po ‘gor tie sta C, Aiona a, © Phil L. Capy ,2°0.ce%s Sie Pr 
























THE OHIO CARBON CO. 


12508 BEREA ROAD 


CLEVELAND 11, OHIO 











oURET AN 


4 BOs RUM STREET e 


LIGHTING FIXTURE CO. 
2 cele) @& 4. Et. yan, Fan @ 
or to our Southern Representative 


7 LICK @ P.O. BOX 1033 @ SANFORD, N. C. 


AL. Mg 











Ht ndbooks of Adequate Wiring 


Two valuable booklets avail- 
able with Electrical South. 


“Han book of Residential Wiring Design” and 
“Har ons of Farmstead Wiring Design,” sum- 
mari. .g the latest authoritative information on ade- 


} quat iring systems, may be obtained with a three- 
year ‘bseription to Electrical South at the special 
Price $2.50 for a limited time. Send name, ad- 
) dress. ind remittance at once to make sure of getting 
» your -pies, 


‘LECTRICAL SOUTH 
Atlanta 3, Ga. 





Gran building 






















BERLITE FIXTURE CO. 


654 BROADWAY, NEW YORK, N. Y. 


Write today 
for illustrated 
literature and 


A fast selling 
line of fine 
crystal 
tures. 


fix- 
prices. 









Represented by: A. M. Orlick 
P. O. Box 1033 
Sanford, N. C. 
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™ Sell them 
SUMMER 
COMFORT 


OFFERS MOST ATTRACTIVE TYPES AND 
VALUES TO GET THE BUSINESS 


You will need the best there is in quality, performance and design 
for 1948, and all at a reasonable price. Schwitzer-Cummins Fresh-Air 
Maker fans and Hy-Duty Blowers can’t be beat for big air delivery, 
quiet operation, selling features and looks. 











| Attic Ventilators 
2 Centrifugal Blowers 
3 Window Fans 
4 Exhaust Fans 
5 Adjustable Window Fans 
6 Portable Fans 
7 7 Single inlet Blower 


IMMEDIATE SHIPMENT 


Investigate ... Widen your line... Boost your profits. . 


SCHWITZER-CUMMINS COMPANY 


Ventilating Division 
1145 EAST 22 STREET * INDIANAPOLIS 7, INDIANA 


Builders of Fine Fans for BO Years 


. New literature 
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CONDUIT 
NIPPLES 


’ 
e@eeeneveeevee 


1946 CODE PVX 
CONNECTORS 


eeereeeeeen 


CONDUIT 
COUPLINGS 


eeeeeveevene 


EMT BODIES 


THREADLESS 
BODIES | 


ANGLE CONDUIT 
INSULETS 


@eeeeeveveee 


CORD GRIPS & 
PVX CONNECTORS 


e@eeeeveveeee 


WATERTIGHT 
BOX CONNECTORS 


eeeeeeveeee 


THREADED 
BODIES 


THEY FIT! THAT'S 
WHY WE SAVE ey a % 
TIME AND MONEY (7 
ON THE JOB! — 


OK) 


A complete line that 
installs faster, cleaner 


ASK YOUR WHOLESALER 
he'll tell you what ever; 
contractor and electrician 
wants to hear—that you 
can make more money on 
the job when fittings fit. 


First, GEDNEY Fittings 
are made of high grade 
malleable iron. Second 
they have a smooth finish, 
inside and out. Third, all 
are clean and accurately 
threaded. 

Convenient, clearly 
labeled packaging is a b 
help, too—no lost time 
finding a size or type. 


GEDNEY 
ELECTRIC CO. 
RKO BLDG., RADIO CIT 
NEW YORK 20, N. 


Factory, Foundry & Shipping ( 


Point: Terryville, Connecticut ( 


NEW 62-PAGE CATALOG - 
WRITE FOR YOUR COPY 


The new GEDNEY r- 
val — concise, fact 
and indexed — cc 
pletely lists and 
lustrates the w 
range of sizes 
types of GEDNEY C 
, duit Bodies and 
*& tings. Please write 
TORE your copy on c 


& pany letterhead. 
‘ 
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BETT 


BY ITSELF... or teamed up with the “new 
look’’ Tandem Toaster... this brilliant Samson 
Tray Set makes the serving of food a festive 
occasion. Tray and side rails are of mirror-bright 
chrome-plcted steel, with plastic handles that 
match those of the toaster in design and 
rich burgundy color. The four serving dishes are of 
beautiful, lustrous gray, molded polystyrene 
—strong, smooth, light weight, and unaffected by 
food acids. See this new Samson Tray Set soon— 
and add it to your line of fast-moving, profit- 
making Samson products that are Better 

. by Design! 

Pm F wi box ee 


All Samson Tandem Automatic Pop-up Toaster 
come in a colorful SHOWBOX that stops ‘em, 


shows 'em, tells 'em, and sells ‘em! 
The Samson Tray Set is as versatile as it is beautiful. 


UNITED CORPORATION 
* ROCHESTER 10, N.Y. 
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Whats in y Namé: 


(A @ Second qu about typical products & f 
in cvi* big far of Wiring materials.) ANSWERS 


I never make a bit of noise, yet 
my smooth, efficient operation results es Gamnced Gactetcs clean 
in long service life that is something to shout SEES mercury switch, the specifica- 4 

, ° ® Bsr cn, “ ° 
about. Your customers like to see me in bed- ee tion-grade switch that helps S 

‘ : se - y 2 
rooms, theaters, offices, and many other ee you. ceake Goud witing hatter. We'd the te rend 
esto were sae a, sees you, too, that it is now rated 10 amperes T, 125 
performance are especially Pe : 
; soe : es volts to meet today’s heavy loads. 

desirable. What’s*my name? pas Y Y 


= 

. — 

Cost-conscious contractors 

have found that it is often 

advisable to use me in place of lead- 
covered cable for installations in raceways 
in wet locations. They find that I am easy 
to install and can use smaller conduit. 

I really have two names. 

What are they? 


My name is either G-E RW —for rubber-insulated 
moisture-resistant wire—or G-E TW, for thermoplastic. 
insulated wire of the same type. We suggest you 
try RW or TW for economy on your next raceway 
installation in any of the following: (1) underground; 
(2) in permanently moist locations; (3) in concrete 
slabs or masonry in direct contact with the ea 


~~ 





Sometimes I wear asbestos, 

sometimes glass, and sometimes silicone 
with either glass or asbestos. My core can be 8 The name is one thing upon which geod olechiil 
round, square or rectangular. You can bend performance depends —Deltabeston* magnet wire. 
me easily, but I will not crack or rupture. It’s interchangeable with double-cotton insulated mag- 
A great many electric products work net wire, and smart contractors everywhere know 
better and last longer than er that using it is one of the best ways to insure reliable 
because they have me. Guess who. moter serdte ender oll canton. 


a 














I am coated inside and out. 

It’s difficult to hurt me with even 

the toughest treatment. My color is 

white when I fight atmospherie corrosion, black 
when I fight chemical action. Many types of 





If you've ever used conduit you’ve probably guessed 
that these names are G-E White and G-E Black rigid 


boxes and fittings have been designed 
to go with me perfectly. My name 

is so well known that it should 

be easy to identify. 


conduit. They are bywords for high quality wherever 
conduit is used. The rest of the General Electric line 
of raceways includes boxes, hangers, fittings, “flex,” 
and EMT—all made to work to the best advantage 


with one another. 


; 
The answer should be easy—General Electric's full 
I have thousands of parts, of many line of wiring materials. Whatever you need- wire, 
sizes, types and capacities. I am readily cable, raceways, wiring devices, fluorescent acces 
available in any quantity—all from a single sories, of every variety—your best single source of 
source. My parent has the best-known supply for dependable quality is always Gvneral 
name in electricity. Know what it is? Electric. We'll be glad to give you full infor: ation 
ate a on any products in this full line. Just write to S ction 
K8-824, General Electric Company, Bridgep::t 2, 

Connecticut. 


GENERAL 6 ELECTRIC 


* TRADE-MARK REG. U.8. FA 
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